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TOP-NOTCHERS | ********* 
Bankers Life Salesmen Who Have Achieved Great 
Success Through Consecutive Qualification “ 
in Ow High st Honor Organization Salesmen . 
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The story of the conversion of Paul, great apostle 








to the Gentiles, is possibly the most remarkable in H 

biblical history. ¢ 
Despised by the Jews whose cause he renounced, Pp. 
and accepted dubiously by the Christians, Paul or 
found his mission hindered on every hand. But : ar 
he gained in spiritual strength through opposition. ; pe 


From his logical mind came the first Christian 





theology and the earliest vision of a universal a 
church. His inspired epistles form a vital part of 

R . P, Tuc KER the New Testament. A 

His militant faith and inde- q 

| ELGIN, ILLINOIS fatigable zeal gave such im- ac 
. petus to Christianity that its 

PRESIDENT S PREMIER CLUB onward march has gained mo- a 
mentum steadily with the 

1927-1928-1929-1930-1931 contusion. . 

The influence of Paul is one SE 
of civilization’s most vibrant 

ame forces! ¢ 
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The Road Ahead SHIELD POLICIES| } * 
The success ahead of a life insurance salesman depends Tr 
upon five definite things— q 
. Himself . . 
. His field we Ordinary Life Insurance pa 
3. His policy contracts NATIONAL Industrial Life Insurance _ 
. His contract . 
7 a a Sea Health & Accident Insurance me 
All of these -_ equally important If all are good, eae 3" 
success can be predetermined ee H 4 years + 
To the man who possesses the right qualifications, we > gor Total claims paid 32 ending _ 
will supply the other requisites of the right field, the ; December 31, 1931, $84,293,715.46 
right policies, the right contract, with the right company. 
For further information address 
A. R. Perkins, Agency Manager C. A. CRAIC, Chairman of the Board Ww. R. WILLS, Pres. Li 
JEFFERSON STANDARD LIFE THE NATIONAL ni 
To T T sm , T rT NI 
INSURANCE COMPANY LIFE & ACCIDENT INSURANCE CO. * 
Julian Price, President Home Office, National Building 
Greensboro, North Carolina 1 
NASHVILLE - - - - TENN. 
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his Week: , —— 
Le Life Insurance Benefits in 1931 
AGGREGATE np mn 
©] the conesl publection of the table of HE record of life insurance in 1931 is impressive. The results 
aggregate results achieved by three hundred attained in a year of general travail are stupendous. They 
and forty-two Ordinary and Industrial life reflect the unshaken confidence of America in the soundness 
rng companies poe’ ye - es and worth of life insurance protection. 
whole, business was not as bad as it mig i 
hee sounded 2 ponies. Ascongemme From the life insurance aggregates of 1931 the agency 
te tabatee deta t on entice elie de. forces of the business should draw genuine inspiration and should 
cusses the highlights of the record. discover in them the strongest kind of sales argument. More 
> HALF-WAY _- « than twenty-four and one-half million policies were placed on the 
files books. Over twelve million people—one out of every ten in the 
¢ Twenty-five leading life insurance com- ti et d their faith in the £ f life i F 
“ ponies heve eubeniited thelr production see- nation—registered their faith in the future of life insurance. Future 
~ ords for the first half of 1932. This data, estates of over seventeen billions of dollars, the amount written, 
ut arranged in tabular form on page 10, com- were originated. With one hundred and twenty-one million policies 
m. pares geapen. - the a oy . 2 in force covering one hundred and nine billions of dollars of in- 
an a is tao Pe oe ee surance, it can be truthfully said that the policies equal the popula- 
al x * * tion of and the total sum represented exceeds the wealth of the 
“ AGGRESSIVENESS nation. Life insurance closed the year with its protective influence 
7 increased by more than one billion, three hundred millions of 
< ¢ Edgar Paul Hermann shows how to be doll Ordi ind al d h ib d hi 
m- aggressive without overstepping the bounds ollars. rdinary, industrial and group each contributed to this 
its prescribed by tact and good taste. Gently, amazing record of gain in the face of conditions which have con- 
he but firmly. See Chalk Talk on page II. founded every other industry. 
Also — Cluff's semi-monthly essay on Policyholders, throughout the year, gave evidence of 
— their belief in the efficacy of life insurance by daily depositing more 
ne x * x ne y y y dep g 
nt SELLING than twelve millions of dollars, to aggregate during the year over 
@ William Stickney Allen, Jr., left a profit- three billion, six hundred and sixty millions of dollars. The per- 
able life insurance business in Milwaukee formance of the companies justified the confidence reposed in them 
to try greener fields in Now York, by the American people. They poured a steady stream of currency 
N. Y. He tells of his early experiences in h dv head £ thei b . dail 
the metropolis of the East and outlines the into t e nee y ands 0 t eir members amounting al y to about 
sales methods which have placed him in nine millions of dollars. ; 
the million dollar a year class of salesmen. In addition to paying this vast sum of over two 
Next Week: billion, six hundred millions of dollars, life insurance companies 
eave added over one billion, three hundred millions to their invested 
H INTERVIEW assets. It is difficult to estimate the great financial and economic 
@ Selling Accident and Health insurance value to the country of these investments. Farms and municipali- 
- —— —— -” — is So ties, railroads and public utilities were thereby strengthened and 
Me te gy reve elgg ne Ririge ss. coiled invigorated and enabled to carry on. The indirect aid to the 
the North American Accident Insurance rs bs : aa 
. Company, Chicago, Ill. Conditions are bet- policyholders through relief thus accorded is beyond description. 
ter than ever before for business in this line, Apart from these intangible services, the aggregates show that for 
“ declares in an interview with H. L. every dollar in premiums paid in by policyholders during the year 
oar * * * 1931, they received in return benefits the sum of $1.10. 
THE LOCAL AGENT Life insurance agents could serve themselves, their 
@ What does he expect from his fire com- policyholders and their country in no better 
pany? Probably less than you imagine he way than by the dissemination, throughout 
does, says a contributor who sends a most their communities, of the foregoing facts Y 
interesting memorandum on the subject—a which make up the astounding record of ‘ ° ‘ ° 
memorandum from the field and one which b fi f life i rance in 1931 
gives one answer to a problem of moment. enencence Of like insuran : 
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IFE insurance in 1931 

did not carry forward 

the remarkable progres- 
sion which has marked its a e O re ate esu ts 
record uninterruptedly for 
the last quarter of a century . . 
and more. The aggregates, Data Covering Operations 
however, clearly indicate that x 
it better withstood the de- 
pressing influences of the 
past year than any other in- 
dustry. The failures were 
negligible in number and the 














of money so secured from | considerable publicity more | 342 companies amounted to 
stored individual capital in than was really justified con- $17,226,248,427 on 24,726,869 

























































losses occasioned thereby life insurance. __ sidering the prevailing strin- policies. This is $1,569,404,- 
were limited almost exclusive- The decrease recorded in gency of funds. 778 less than the issues of 
ly to stockholders. Policy- Written business has received The total new issue of the | 1930. It is, however, a larger 
holders of life insurance com- 
panies, unlike depositors in 
banks and investors in other 
avenues of thrift, suffered , - — 
, rmgregates Aggregates Grand 
little other than inconven- Year Endinz December 31, 1931 274 Ordinary 68 Industrial Aggregates 
Oo yanies Oo yanies 342 Companies 
ience through delayed settle- - patna cs oe | ci 
ments, 
Capital Stock $132.514,707 $37 858,458 $170, 373,165 
Ledger assets beginning of year 11,341,969, 591 6, 589,582,228) 17,931,551,819 
Surrender and Lapse os , ss P 
Ince ME 
Surrendering and _lapsa- New premiums 207 ,632,812 96 , 268 , 523 303 , 901 ,335 
. New disability and double indemnity premium 10,024, 88) 4, 287 ,688 14,312,577 
tion made a heavy drain upon Renewals... 1.398 .724.784 1.306.707. 298 2.705. 432.082 
the outstanding insurance ac- Renewal disability and double indemnity premiums 75,312,366 28 , 437 , 457 103 , 749 , 823 
nn : Premiums paid by dividends 258,641,154 5 5, 603 335 , 567 , 757 
count, There was a heavy Premiums paid by surrenders 11,081,097 , 237 14,443 ,334 
inroad upon reserve funds ehenumnbe 56.014.802| 105.611.492 381 .628.204 
» otal n yremiums 2060 2 de Y2 36 2 rs 
due to payment of the sur- Total renewals 1,705, 402,300 1,410,378,314 3,115,780,614 
render values on these dis- Consideration for annuities* 144,818,960 38,879,517 183 ,698, 477 
continued policies. Insurance Total premium incom: 2,106,236,062) 1,554,869,323) 3,661,105,385 
: nerease in year 92, 878,7 57,742, 50: 50,621, 21: 
written off the books by lapse Ineres , 2,878,410 7, 742,503 150,621 
and surrender totalled $12,- interest and dividends 561,442,708 330 , 360,349 891 , 803 ,057 
° > 2 ece ite Ty . 26 O15 2 33 { 586 95 
321,512,397, of which $8,609,- ot “F404 308 13,709: 125 11 113/431 
607,058 was by lapsation and Supplementary contracts 105,556 , 505 22,004, 270 27,560,775 
$3,711,905,339 through sur Other receipts 107 . 853 , 282 10,353,195 118, 206,477 
De | * 2.06 : a - = aEEEnEeET —— . 
render. Actual payments to Total interest and other income 809,518,716 379,751,849 1,189, 270,565 
: . Increase in year 101,521,538 28 , 847,140 130 , 368 ,678 
policyholders who were com- soaks Bes 72 ES: ness 
lle li is 1e] ro- Total income 2,915,754,778 1 ,934,621,172 4,850 ,375,950 
pelled to relinquish tt oo p! Increase in year 194, 400, 248 86 , 589,643 280, 989, 891 
tection amounted to $861,- 
92 192 tT . -™ . DisBURSEMENTS 
Ve 12 “ Though it is to the Death claims paid 585 , 326 ,669 329, 817 , 840 915,144,509 
ultimate advantage of policy- Matured endowments 62,854,745 54,122,405 116,977,150 
ldere i ners ava Paid to annuitants 23 , 239 , 231 5,761,543 29,000,774 
holders in general to have Lapsed, surrendered and purchased policies 504: 130.709 356.892) 414 861 023.123 
each member maintain his in- Dividends to policyholders 383 .645 339 842 584.599 181 
surance in force till the con- Disability and double indemnity 58.948. 402 014 99/806, 416 
tract is completed by death Total paid policyholders 1,618, 145,095 058! 2,606,551,153 
cen, 84 on ss . ncrease in vear 217,168,238 212 365,541,450 
or maturity, it is to the credit Commissions— New 93 392,303 2,251 134,834,554 
of life insurance that even Commissions Re newal 80,412,731 5,696 116, 328, 427 
, “ommissions nnuities . 5, 302,131 } , 827 6, 838 , 95! 
in this adverse factor a be- Salaries and expenses of agents 43,492,476 477 199 ,021 ,953 
neficence of life insurance is Medical fees and inspections 11,758,185 7,540 19,845,725 
Salaries of officers and employee 72,180,827 ,194 118, 406,021 
forcibly advanced. Rents 16,320,605 3 29076962 
, ie = & - indicate Real estate, repairs, etc 15,114,670 7,972 22,152,642 
The above hgures indicate Other management expenses 46 .945 , 308 488 72,647 ,796 
that on the average of every a 
_ rf ¢ " . > Total management expenses 385 ,919 , 236 333 , 233 , 802 719,153,038 
policy of $1,000 surrendered Paid on supplementary contracts 48 '375.012 14'197.153 62,572,165 
some $232 in cash was paid Dividends to stockholders 11,854,665 5,129,141 16 983, 806 
. : Insurance, taxes, licenses, fees and fines 41,870,531 29,769 955 71,640, 486 
to each such policyholder in Re ° . . e- ; ie : Torte 
: teal estate taxes 9,714,459 3,580,454 13,294,913 
need. The economic benefit Profit and loss, et« 20,181,497 27,327,896 47,509, 393 
to the nation through the re- Total expenses, ete... .. ‘817,915,400, 413,238,401 931,153,801 4 
lease of over $861,000,000 of Increase in year —5,455,649 —5,785,451 —11,241,100 
dollars in actual buying Total disbursements 2,136,060,495| 1,401,644,459| 3,537,704,954 
power cannot be overempha- ee nets Be yout oa aaa one ios ate'fial 1.202 cea 
‘ neome savec . 779,694, 28: 532 ,976,71% 312,670, 98 
sized. Another factor which Ledger assets end of year a 12,106,218,256) 7,120,531,159| 19,226,749,415 
has occasioned considerable scale 
concun to life insurance men Real estate owned ne 500,191,072 183,043,674 683 , 234,746 
: teal estate mortgages 59 765 3,193, 186,38 7,652, 287,15 
is the mounting loan aggre- ac aduonen 41002/943;779|  3:720;701.453| Olea 735; a95 
gate which at the end of the Stocks owned cats 332,507 , 457] 185.057 .713 517,565,170 
or — 29 959 0 - Collateral loans . 26 543,413 4.779 457 31,322,870 
year was $3,252,290,710. Premium Notes 108 , 202,047 8.653.788 116,855, 835 
Here again a national value Loans to policyhold rs 2, 524.768 270 727 522.440 3,252, 290,710 
ia . M oni Cash in office and bank 8 596 , 237 70 065, 27% 78,661,510 
is discernible. Over $600,- Deferred and unpaid premiums 297 648. 417 168, 984 , 559 466 632,976 
000,000 of dollars of credit All other assets 2,469 128,511,162 537 . 353,631 
was released unquestionably Total admitted assets 2, 769,343,930  7,390,595,900, 20, 159,939,830 
to people who required it for soe egnee in your eng “Span tel Sh aa ae 
: 4 ot admitted items 74,925,552 39 . 322. 136 , 247 ,688 
immediate use, The butcher, Grogs assets... 12, 844,269,482) 7,429,918,036 20,274,187,518 
the baker, the grower and , = sioniedabiaasuieni eee 
the landlord were enabled to *Includes consideration for supplementary contracts involving life contingencie: 
continue business by reason eee a — = 
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In Life Insurance for 1931 
of 342 Leading Companies 














amount than the issues of 
1927 and of every other pre- 
ceding year in the history of 
life insurance. The amount 
of industrial insurance _is- 


sued $4,847,103,856 was but 
slightly less than the amount 
recorded in 1930, but is larger 
than any other previous year. 
It seems prophetic of the fu- 


ture of life insurance that in 


the resistance of 
insurance the 
desire of the 


whole is recorded. 


industrial 


fundamental 
people as a 


Much of 








LIABILITIES 
Reserves... 
Reserve on sup yplementary contracts 
Unpaid losses and claims 
Losses and claims resisted 
Dividends to accumulate 
Unpaid dividends. 
Dividends apportioned . 
Amounts set apart. 
All other liabilities... .. 


Total liabilities 

Increase in vear... 
Unassigned funds and capital 
Surplus apportioned. 


Total surplus funds. 
Increase in year 
Gross surplus... .. 


Dividend additions 


Mean reserves 
Mean insurance in fore« 


6 per cent of renewal premiums 


Year Ending December 31, 


Amount 
No 


Net assets over all liabilities except reserve 


Aggregates 
274 Ordinary 


| 
1931 | 
| Companies 


}$10, 327, 160, 357 
554,981,043 

101 , 665 , 867 
11,496,819 

245, 266 , 169) 

28 , 256 , 437) 
327 | 469,902 

: 279 , 753 ,620 
| 319,061, 156 


12,195,.111,370 
788 ,646 ,665 






| 
| 
| 
| 
| 


Group Ordinary 

New Business Business b Business a 
New Issues Policies. 3,788 4,942,794 
Amount 973,505, 571| 10,680, 728,810 
Policies revived Policies 133 302 , 464 
Amount 10,973, = 574,924,529 
Policies increased Policies. 6 1 
Amount 73,234, 651| 20 , 936 , 868 


Total new issues Policies 3,937 5,252,229 
Amount 1,057 ,714,162) 11,321,430, 409 
Increase in year Policies. —13,933 10,932 
Amount —491,570,150| —1,039, 394,523 
TERMINATIONS : ’ 
By death ; No. 20 - 5 
Amount 73,827,618 732,12 
By maturity oO. 90 
Amount 106 ,835,; 
ff eer eee 504) 699 ,092 
Amount 167,772,348} 1,068, 016,977 
By surrender........... No J! 
Amount 810,978 
By lapse No 6,633 
{mount 252,065,216 
By change , Ne 48 
Amount 465 ,640, 280 
By disability No 9 
Amount 16, 435,478 
Total terminations Ne 7,215 322, 428 
Amount 976,552,918) 10,11 3,442,896 
INSURANCE IN Force _ ae 
Whole life policies No 22,205,961 
Amount aaa 120 , 087 
Endowment policies No 769,910 
Amount 14, ans. 838.964 
All other policies : 33, 174 
Amount 9,954, v11,. 233 
Reversionary additions 
Total in force No 3,174 33,498,058 


32 
9,954,011,233) 80,657, 





Increase in year ; | —3,278 923 ,616 
Amount 81,161,244) 1,188,702,930) 

MISCELLANEOUS 
Diente Deis EER. . oc oc on cc cccacbessseteesesnescs 11,724,093 ,923 
Meam admitted aesete.... ccc ccccccccccfeccccccccces 12,377 , 290,222 
DO I, cic sccm i bndaewssa eee ¢usheatone Ca0neses 1 12 7 "449, 199 
Interest and rents earned 595389396 


10,065 , 393 , 531 
9,913, 430,611 


| 127 
* scares: 


‘ 1,181,456, 082) 
324,450 
1,256,381 ,634| 


44,840, 202 











1191445 


11,508 ,616, 439 


80 , 062 , 767 , 980 


Death clms. pd. plus net exps. of manage t ‘ 971,245,905 
905,172 


68 Industrial 
Companies 


Aggregates 


$6, 


6 


3, 


57 , 902 64,889 
32,584, 560 126,756,079 
144,249,749 189 ,089 ,951 
19,470,703 24, 726, 869 
4,847,103,856| 17,226,248,427 
470 ,026 467 ,025 
—38, 440,105) —1,569,404,77 
$42,919 1,096 , 459 
159,079,409 965,034,657 
125,812 216,556 
12,875,499 119,711,025 
219,964 919,560 
79,614,928 1,315, 404,253 
4,381,041 5,407 ,954 
824,936,623) 3,711,905,339 
14,927 , 306 17,160,258 
586,846,221) 8,609,607, 058 
9,981 2,772 
117,406,765) 1,125, 591, = 
154 
109,351) 23, 610: HH} 
20,507 177 24,8: 820 
4,780, 868,796) 1 5, 870,864,610 
43,940,024 66,145,985 
9, 489/375,967| 67,538, 496,054 
39. 443.077 48 , 212,987 
7,223,.715,797| 22,142,554, 761 
4,845,303 7,401,564 
1,048, 301,210) 18,238 ,066,551 
513,039,242 966 , 445,528 
88 , 228 , 404 121,760,536 
18,274,432, 216/108, 885, 562,894 
1,043 ,038 —122,700 
40 , 807 , 162 1,310,671 ,336 
6,855,056 ,694, 18,579,150,617 


18, 





395,683, 594 $16,722, 

106 , 637 , 523 661, 

51,787 ,907 153, 
5,305 , 338 oe 

32 ,606 , 163 

10,328 ,087) 

120 , 543,383) 448, 

86 , 449,994 366, 


111,426, 268 430, 
, 920, 768, 257 19,115 
510,694,301 1,299, 


469 827.643) 1,044 
206 , 993 ,377 814, 
676 , 821,020 1, 858, 
64, 465,634) 50, 
1 ,972, 


716,143, — 


Industrial 
Business 

16 , 557 ,037) 
986 ,673 ,813 





, 116,040,269, 19,493, 
5, 989,784,130) 19,017,: 
357 ,004, 177 952 , 393, 
,072, 504,614) 18,581, 


, 184,792,788 
254,028 ,635 
663 ,051 ,642 
105,778,374 


Grand 
Aggregates 
342 C ompe anies 


“38: 584,524 


, 060 , 203 


21,503,619 
15,640, 
2,855,764 3, 
683 ,595,734| 1,269, 








843,951 
618, 566 
- 53, 7 





872° 332 


013,285 
203 ,614 
487 ,424 


(879, 627 
340, 966 


216,899 
277 , 102 
141,184 
524,790 


908 , 194 
158 , 361 
494,203 


330 , 491 
329 





‘ 
121,053 
36, 319 
, 226 
, 547 
, 546 








a Includes ordinary business of industria! companies. b 56 companies. 
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writ- 
Golden era be- 
1919 was upon 
lives first imbued with the 
value of protection through 
an industrial policy. Group 
insurance naturally showed 
comparatively large loss in 
issues business. With indus- 
trial conditions as they are, 
this might be expected. The 
mere fact, however, that over 
a billion dollars of new group 
contracts were purchased 
during the year is a tribute 
by business to its worth. 
The foregoing sum mary 
portrays the aggregates from 


insurance 
ten during the 


the ordinary 


ginning in 


their darkest possible side. 
As we review the situation, 
the results in lapsation, writ- 


ten business and policy loans 
contributes as much to an 
optimistic background as do 
the rest of the results which 
do on their face depict life 
insurance as the soundest 
and best established of Amer- 
ican institutions. 


Volume of Premiums 


Premium volume 
at the rate of $12 
daily amounted to 
105,385. This is at a daily 
rate of increase of over 
$500,000. The actual amount 
of increased premiums was 
$150,621,213; interest and 
other income amounted to 
$1,189,270,565, and made the 
aggregate total income $4,- 
850,375,950, or an increase 
over 1930 of $280,989,891. As 
an indication of the sound 
investing policy of the com- 
panies, it may be here pointed 
out that interest earnings by 
all the companies was at the 


paid in 
,000,000 
$3,661,- 


rate of 5.13 per cent. This 
is well in excess of the in- 
terest earnings required to 


maintain reserves. This ex- 
cess in interest earnings will 
surely contribute to the sur- 
plus reserves of the compa- 
nies. 

During the year policyhold- 
ers and their beneficiaries 
were paid $2,606,551,153, over 
$365,541,450 more than the 
amount paid in 1930, and far 
in excess of the payments of 
any other year. The daily 
rate of payments was over 
$8,600,000. The value of 
this constant stream of 
money pouring in to business 
into the markets of America 
was of untold worth to every 
citizen, coming at a time of 
distress. It undoubtedly kept 
many from the bread lines, 
orphan asylums and alms- 
houses. Beneficiaries received 
in death claims $915,144,509; 
maturing endowments were 
(Concluded on page 10) 








Six Months Results 


NSURANCE men may well 

study the results achieved by the 
several companies during the first 
six months of 1932 as indicated by 
their semi-annual statements ap- 
pearing in the current issue of 
THE SPECTATOR. Several 
viewpoints may be taken as to the 
ability of life insurance to cope suc- 
cessfully with the present financial 
situation. 

A spirit of optimism cannot but 
be germinated when a comparison 
is made between the results in in- 
surance and those in every other 
industry. While decreases are 
shown in most instances, they are 
far less than had been anticipated. 
A number of companies have been 
able to show gains. Such records 
should be an inspiration to every 
field man and cause him to re- 
double his production effort so that 
his own company may occupy the 
enviable pinnacle of leadership 
when the returns for the year are 
tabulated. The same tools are 
available to everyone. The results 
depend entirely upon the manner 
in which the agency forces employ 
the production equipment placed 
in their hands. 


Mr. Reece's Responsibility 

OBODY in the insurance busi- 

ness, most assuredly not THE 
SPECTATOR, nor, we think, Su- 
perintendent Hanson of Illinois, is 
trying to badger Commissioner 
Reece nor hinder his attempts to 
protect the policyholders of his 
state. 

The responsibility of an insur- 
ance commissioner today is a very 
great one, much graver, in fact, 
than Commissioner Reece, in spite 
of his apparently zealous perform- 
ance of duty, perhaps realizes. It 
is a responsibility which demands 
the utmost in farsightedness, dis- 
cretion, and tact in order ade- 
quately to discharge it. 

This responsibility further re- 
quires a sincere regard for the ulti- 
mate safety of policyholders that 
goes beyond any personal and po- 
litical consideration that might 
tend to influence a commissioner’s 
conduct in office at this time. 

We think that Commissioner 
Reece will find his fellow commis- 
sioners ready to cooperate with 
him in every way in assuring the 
stability of foreign carriers operat- 
ing in Tennessee. 


Editorial 2 


With the Editors 





MILESTONES 


OUR recent developments, 

harbingers of prosperity and 
“milestones on the road to re- 
covery, are stressed by the 
American Bankers Association in 
a current publication of that or- 
ganization's official organ. The 
factors contributing to the strong- 
er pulse of national industry, as 
seen by the bankers of the coun- 
try, are as follows: 

“Termination of the world's 
run on American gold resources 
which definitely ended one phase 
of international monetary confu- 
sion. 

“Great Britain's decision to rid 
itself of the crushing burden of 
fixed charges on its two billion 
pounds war loan by offering to 
convert the 5 per cent issue into 
cash or 3!/, per cent bonds. 

“First signs on the part of the 
Disarmament Conference of a 
willingness to attack this problem 
realistically. 

‘Agreement of the leading na- 
tions of Europe on a final settle- 
ment of reparations involving the 
almost nominal lump payment by 
Germany of three billion marks.” 











Boost Your Competitor 


yr a challenging broadside issued 
in the Agency Bulletin, published 
by the Manufacturers Life Insur- 
ance Company, Toronto, Agency 
Manager A. Mackenzie joins the 
legion of aggressive and progres- 
sive agency officials who are mak- 
ing war on the wave of destructive 
competition that has brought forth 
so much complaint during recent 
months. Under the heading “Build- 
ing Public Confidence,” Mr. Mac- 
kenzie sums up the case in the fol- 
lowing words: “Unfair criticism 
and defamation of other companies 
make trying times more difficult. 
Good will, helpful cooperation and 
faith will clear the road to better 
business for all companies and all 
underwriters.” This brief sermon 
on the ethics of selling points the 
way to the only lasting success pos- 
sible to a life underwriter and it is 
to be wondered at that so many 
members of the fraternity seek tem- 
porary gain at the expense of pub- 
lic confidence in their product. 
There are, of course, a great 
many instances where an agent can 









The Good Old Days 


oe fifty years ago the New 
York State Legislature voted 
to reduce the salary of the super- 
intendent of insurance by $2,000 
so that he would receive $5,000 in- 
stead of $7,000 a year. When the 
commissioner received his first 
check made out at the reduced 
rate he refused to accept it on the 
ground that the legislature had no 
right to reduce his pay during his 
term of office. The passage of half 
a century has dimmed our memory 
of what the result was, but we do 
recall in part what the editor of 
THE SPECTATOR remarked. 
He said that the fact the State was 
willing to pay the commissioner 
anything at all should be accepted 
by him as a tribute to incom- 
petency and inefficiency, as un- 
usual as it was unnecessary. He 
also remarked in restrained lan- 
guage: “The State Insurance 
Department has long been an ex- 
crescence on the body politic.” 
He held it should be reformed out 
of existenze or reorganized as to 
its personnel from top to bottom. 
It may be true that the editorial 
pen of 1880 was more often dipped 
in vitriol than is the case today, 
yet, granting that, a criticism of 
the New York State Insurance De- 
partment as it has been function- 
ing for the past decade and more 
that was even one-half as scathing 
would be considered ridiculous. It 
is but another of the many facts 
that so unpleasantly confront the 
person who is always weeping for 
the good old days forever gone. 








criticise a competing company and 
gain a commission which he might 
or might not have otherwise lost, 
but in the majority of cases to re- 
sort to unfair and destructive criti- 
cism of other life insurance com- 
panies merely serves to discredit 
the entire industry in the eyes of 
the purchaser and more often than 
not causes him to divert his invest- 
ments into other channels. Safety, 
unquestioned and permanent, is the 
one big advantage life insurance 
enjoys in competition with other 
forms of investment. Plant the 
seed of doubt and fear in the public 
mind and you destroy the strongest 
appeal you now possess. The in- 
dustry is fortunate in having alert 
leadership in its fight against such 
threatened danger. 


THE SPECTATOR 
August 4, 1932 














ed 
er- 
00 
in- 
he 
rst 
ed 
he 
no 
his 
alf 
ry 


ice 








¢ 
Time 
Weekly News Review 


Surety experience of sixty-six com- 
panies during 1931 resulted in a net 
underwriting loss of $26,186,698 for 
a ratio of 53 per cent. Premium 
earnings during the year were $49,- 
393,751. 





A tabulation of taxes paid by! Jor 


casualty, surety and miscellaneous 
companies showed a total for 176 
companies of $18,366,063 for a ratio 
of 2.6 per cent to premiums earned. 





The Equitable Life & Casualty 
Company of St. Louis reinsures the 
American Temperance Life of Wash- 
ington, D. C., the Washington Life 
Insurance Company of Indianapolis 
and the Indiana Equitable Life of 
Indianapolis. 


Policyholders committee of the In- 


ter-Southern Life suggests reinsurance }- 


with the Equitable Life & Casualty as 
preferable to Kentucky Home Life 
deal. 





Commissioner Joseph |. Reece, of 
Tennessee, revokes the certificate of 
authority in that state of the National 
Life Insurance Company of the United 
States of Chicago, Ill. 





A. R. Stroud is advanced from 
assistant secretary to vice-president 
of the Ben Franklin Fire Insurance 
Company of Louisville, Ky. 





Manager Walter C. Van Orden an- 
nounces list of 120 companies in the 
membership of the Pacific Factory 
Insurance Association. 





John F. Guinness accepted as 
United States manager of the Pearl 
Assurance Company, of London, by 
the New York Insurance Department. 





The Associated Fire & Marine 
Insurance Company announces rein- 
surance of all its fire insurance busi- 
ness in the Pacific National Fire 
Insurance Company. 





John Benjamin Morton, former fire 
insurance executive, dies at his home 
in Merchantville, N. J. 





Stockholders of The Fire Associa- 
tion of Philadelphia approve the 
reduction of capital from $5,600,000 
to $2,000,000. 


Joseph E. Silverstein of the Mutual 
Life of New York elected president 
of the Rochester Life Underwriters, 
Inc. 





E. H. Speckman, auditor of the 
Kentucky Central Life & Accident, 
elected vice-president of the com- 
pany. Actuary W. H. Beecher be- 
comes a director, succeeding O. E. 
West, deceased. 





J. R. Paisley, former president of 
the International Life of St. Louis, 
plans to organize the Standard Life 
Insurance Company at Alton, Ill., with 
@ proposed capital and surplus of 
$100,000 each. 


THE SPECTATOR 
August 4, 1932 








FIRE, INS. 





oe 








CO. 











hyphen smith 











Excess Tonnage 








SOUNDINGS 


By ROBERT WADE SHEEHAN————— 


E hear a great deal of talk today, as 

always, about leadership. What this 

country needs, goes the consensus, 
are leaders. That is the cry in business. 

A vast amount of such talk is loose. It is 
important that we define what we mean by 
leadership else we won’t know where to look 
for it nor recognize it when we find it. 

One type of leader is readily distinguish- 
able. We find him in his natural and most 
perfect state in the underworld where, char- 
acteristically, he is known by an apt and 
colorful sobriquet. They call him the Big 
Shot. He gives all the orders and takes none. 
His will is law and he imposes it relentlessly 
and ruthlessly. All responsibilities and all 
honors are his. He runs a one man show. 
His life expectancy is short. ; 

Crime has been so successful during the 
past few years that other fields of endeavor 
have looked toward it for suggestions. From 
it, in many cases, they have borrowed and 
made over to suit their purposes, the Big 
Shot idea. It is really not such a bad idea 
and often times proves refreshing to a 
bureaucratic-ridden world. It centralizes 
authority and fixes blame. The question is: 
how constructive is it? 

That all depends on the type of leadership 
the Big Shot indulges in. There is really 
only one type of leadership that is worthy of 
the name. That is leadership that leads 
rather than drives. Leadership that co- 
operates rather than dictates. Leadership 
that persuades rather than commands. The 
life expectancy of any other kind of a leader 
—in business or politics—is also short. 
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Current Economic Trends 


Senator Borah urges American 
participation in a national economic 
conference empowered to deal with 
the question of debt revision. 


Rear Admiral Richard £. Byrd 


plans organization tour in behalf of 





, the National Economy League which 
‘ has been formed to wage a cam- 


paign against waste in government. 





According to George A. Miller in 
the New York Evening Post, life in- 
surance companies invested $7,762,- 
746 during the week ended July 23. 
36.5 per cent was in United States 
Government bonds, 2.5 per cent in 
state, county and municipal bonds, 
32.7 per cent in public utility bonds, 
20.9 per cent in city mortgage loans 
and 7.3 per cent in farm mortgage 
loans. 





Composite average of 70 indus- 
trial stocks on the New York Stock 
Exchange, according to the New 
York Herald Tribune, closed Mon- 
day at 104.10 and closed Saturday, 
July 30, at 106.60. 





Composite average of 30 rails 
closed Monday at 17.25 and closed 
Saturday at 20.04. 





Composite average of 30 bonds 
on the New York Stock Exchange 
closed Monday at 72.50 and closed 
Saturday at 74.72. 





Electric power production in the 
week ended July 23 was 13.1 per 
cent below the 1931 level, as com- 
pared with 13.9 per cent the week 
before. 





Steel production continued at 16 
per cent of capacity with hopes of 
increased structural demands as a 
result of liberalized Reconstruction 
Finance Corporation loans and the 
Government's effort to stimulate 
building. 





Carloadings were reported at 50I,- 
130 cars during the week, slightly 
under the 504,094 of the week be- 


fore. 





Fisher's commodity index advanced 
0.1 point during the week to 60.9 
per cent of the 1926 level. English 
commodity prices, according to 
Crump's index advanced to 60.1 per 
cent, as compared with 59.6 in the 
previous week. 


Definite recovery in general trade 
noted in the Mid-West with employ- 
ment gains and increases in grain 
and livestock traffic. 





Chicago wheat prices made net 
gains of 3'/g to 3% cents during the 
week as traders exhibited bullish 
views. Within the last few weeks 
prices have advanced 5% to 7!/, 
cents from the lowest point in years. 





Deposits of mutual savings banks in 
the first six months of 1932 declined 
$45,770,868. 
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Life Insurance Results for First Six 
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(Concluded from page 7) 


$116,977,150. Annuitants re- 
ceived $29,000,774; lapsed 
and surrendered policies were 
charged with $861,023,123; 
$99,806,416 was paid as a 
result of disability and double 
indemnity clauses in the con- 
tracts. Dividend payments to 
policyholders reached the sum 
of $584,599,181. This amount 
was over $30,000,000 more 
than in 1930, and $230,000,- 
000 in excess of the dividend 
payments of 1925. Dividend 
payments to policyholders ex- 
ceeded the premium income 
on new policies sold and were 
about 15 per cent of the total 
premiums paid into the com- 
panies during the year. 

The total admitted as- 
sets on December 31, 1931, 
amounted to $20,159,939,830, 
an increase of over 6 per cent 
or $1,333,218,679 during the 
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Production Data for Twenty-Five Companies 
Showing Current Results in Comparison With 1931 
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§ Life department only 


year. Mortgage 
the leading investment ite 
totalling $7,652,287,150, 


loans was 


m, 
an 


increase of about $75,000,000 


over last year’s item. 
owned amounted to $6,72 


Bonds 


3,- 


735,232, an increase of $370,- 
000,000; loans to policyhold- 
ers amounted to $3,252,290,- 
710, an increase of about 
$450,000,000. Stocks owned 


aggregated $517,565,170, 


an 


increase of $52,000,000. Other 
items included real estate in 
excess of $683,000,000; col- 
lateral loans of over $31,000,- 


000; premium notes nearly 
$117,000,000; cash of over 
$178,600,000; deferred pre- 


miums of $466,600,000, and 
all other assets amounting to 
$537,353,631. 

The chief liability of course 
was $16,722,843,951 of the 
policy reserve. This of course 
is a deferred liability. This 
fact must be borne in mind 
when considering the agita- 


tion concerning the desirabil- 
ity of valuing investments at 
a market basis. The three 
chief items in the assets of 
the companies — real estate 
mortgages, bonds owned and 
policyholders’ loans—exceed 
this reserve by over $900,- 
000,000, the more liquid as- 
sets of the companies being 
far in excess of that required 
to pay the annual disburse- 
ments of the companies. 
The total surplus funds of 
the 342 companies aggre- 
gated $1,858,277,102. This is 
an increase of $50,141,184 
over the 1930 item. Compris- 
ing this total are unassigned 
funds in capital of $1,044,- 
060,203, and surplus appor- 
tioned of $814,216,899. 
Insurance outstanding 
reached the enormous amount 
of $108,885,562,894, an in- 
crease of $1,310,671,336 dur- 
ing the year. Ordinary in- 
surance totaled $80,657,119,- 


445, or an increase of $1,188,- 
702,930. Industrial insurance 
outstanding totalled $18,274,- 
432,216, an increase of $40,- 
807,162 over the 1930 amount. 
Group insurance aggregated 
$9,954,011,233, or an increase 
of $81,161,244. New issues 
of $17,226,248,427 were made 
up of $11,321,430,409 of or- 
dinary insurance, $4,847,103,- 
856 of industrial insurance 
and $1,057,714,162 of group 
insurance. The total termina- 
tions amounted to $15,870, 
864,610. The largest con- 
tributing factor was from 
lapses aggregating $8,609, 
607,058; $3,711,905,339 were 
written off through surren- 
dered policies; $1,315,404,253 
through expiry, and $965, 
034,657 by death. In the mat- 


ter of terminations by sul- 
render and lapse must be 


borne in mind that well in 
excess of 10 per cent of these 
losses were revived. 
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A New Chalk Talk 


By EDGAR PAUL HERMANN 


ENEATH the visible foundations 

of AGGRESSIVENESS, corner- 

stone of depression times selling, 
are the fundamental elements of per- 
sonality and efficiency which support 
the castle. 

INERTIA is the greatest enemy the 
life underwriter must battle today. 

AGGRESSIVENESS, with its co- 
qualities: initiative, resourcefulness 
and determination, can defeat inertia 
when mobilized intelligently, in suffi- 
cient force and under the flag of sin- 
cere service. 

The PROBLEM of men and man- 
agers thus revealed is the building of 
concentrated aggressiveness. 

Ten dynamic aids to that end can be 
deduced by careful analysis. 

First there is the DUTY which the 
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salesman owes his clients and pros- 
pects, however reluctant they may be 
to act. The fireman has a DUTY to 
remove tenants from dangerous burn- 
ing buildings even though they are 
reluctant to leave. 

Second, may be listed the 
of skill in the arts and mechanics of 
offense technique. Helping men ac- 
quire such skill is a duty of agency 
managers. 

Third, the knack of acceptable ob- 
trusiveness. Tact must not be timor- 
ous. Aggressiveness must not be too 
obnoxious. Obtrusiveness is necessary 
but it need not be repugnant. 

The salesman must, fourthly, armor 
himself against his own sensitiveness— 
and that takes real courage and sense 
if he is at all thin-skinned. If he hails 


acquisition 





to do so, he defeats himself. 

One of the keys of greatest import 
to unlocking reservoirs of aggressive- 
ness is the 
virility, 


» increase in physical stamina, 
activity and energy. That is 
obvious. 

Mental considerations, practical psy- 
chology, understanding: these are so 
clearly essential that insight into men’s 
minds may well be our sixth point. 

Aggressiveness is ordered into action 
because the salesman desires to attain 
some end or aim. The electrification of 
his incentives thus becomes a great 
fundamental link in our plan. 

Eighth is the agent’s sincerity in 
service; if his attitude is otherwise, he 
destroys the confidence so necessary to 
build. 

Confidence-giving 
ninth. 

Finally comes the commanding qual- 
ity—THE WILL THAT MATERIAL- 
IZES THE VISION. 

All ten of these factors may be 
further analyzed. All ten may be de- 
veloped by the underwriter who truly 
desires to be more aggressive. 

If aggressiveness is but a word, a 
generality to you, break it down into 
its constituents, and definitely plan to 
grow by building within you the ele- 
ments that comprise it. 


social poise is 


Action—Sand 


O keep abreast with a minimum 

quota of a Million per year during 
these times requires more careful selec- 
tion of prospects. Conserve your time 
and energy by calling on those persons 
who have: 

“1st—Good health. 

“2nd—The money with which to pay 
for insurance if issued. 

“You may find as a result of this 
planning that your work will carry you 
outside of your home town. My travel- 
ing expenses in 1931 and so far this 
year have never been so heavy, but on 
the other hand I am compensated for 
the additional outlay of time, energy 
and money by the knowledge that my 
paid-for production this year to date is 
at a rate in excess of a Million a year. 

“Times like these remind me of a lo- 
comotive starting up a steep grade with 
a long string of heavily loaded freight 
cars on a slippery day. The engineer 
opens the throttle wide, the train strug- 
gles, the wheels slip. Finally the engi- 
neer opens the sand box with the result 
that the train keeps going. 

“This is what you and I need now as 
never before: 

“1. Careful planning. 

“2. Action. 

“3. Sand—and lots of it."—M. J 
Donnelly, New Castle Pa., 
lar producer, writing in the Equitable 
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HREE 
standing in the lobby of a hotel in 
city of about 40,000 
population. One was a banker, one a 
manufacturer, and the third a life in- 
Said the banker to 


middle-aged men were 


a western 


surance salesman. 
the manufacturer: 

“Well, Charlie, what are you going 
to leave this city when you die?” 

Charlie replied, “A three hundred 
thousand dollar public library is pro- 
vided for in my will. How about you?” 

“I think,” the banker “that 
what we need most is a community cen- 
ter, a place where the young people 
can get together, with a gymnasium, a 
swimming pool, and where there will 
be an opportunity for social activities. 
That is what I shall leave.” 


mused, 


Life Agent’s Legacy 
Both of them with a little 
condescension perhaps, as they turned 
to the insurance man. “What about 
you, Sam?” 
“I,” said he, proudly, “am going to 
leave the people of this community ten 


smiled, 


million dollars.” 
The banker and the manufacturer 
began to laugh uproariously, but the 


insurance man interrupted them. “I’m 


in dead earnest. I consider that my life 


DOLLAR 





PRODUCE] 


FIRST CASE 


Iccurcte 
Card 
Records 
dre Vital 





work is a social service. So far I have 
written $5,000,000 of life insurance, 
which is going to provide education for 
scores of children, pay off mortgages 
for widows, send tired people for a 
longed-for trip to Europe, and relieve 
the worry ig many hearts. I intend to 
write at least $5,000,000 more before 
I die. That will make my $10,000,000 
legacy.” 
Sold on Business 

This is the story that sold William 
Stickney Allen, Jr., special agent in 
New York City of the Northwestern 
Mutual Life Insurance Company, on 
life insurance. “I first heard it,” said 
Mr. Allen, “when I was 18 years old, 
from Charles W. Felker, agent of the 
New York Life, in Oshkosh, Wis., a 
million-dollar producer. It made such 
an impression on me that from that 
time on I was enthusiastic about life 
insurance, as both an opportunity for 
service and a way of making a living. 
Although it was not until nine years 
later that I joined the Kansas City 
Life Insurance Company, as assistant 
general agent of Milwaukee County, 
Wisconsin, I believed thoroughly in the 
principles of life insurance and before 
I was 21 years old carried $35,000 
myself.” 


— Sales Pointers 


By 


WILLIAM STICKNEY ALLEN, JR. 
As Told to a Representative of The Spectator 


Vv 


Entering the Life Insurance Field 


In New York City With a World 
of Ambition and Enthusiasm, Well 
Known Northwestern Mutual 
Representative Found Contacts 
Easier to Make Than Contracts 


At the present time Mr. Allen has 
his headquarters in New York. Since 
Jan. 1, 1932, he has written more than 
a million dollars of life insurance, 


which, as everyone will admit, “is a 
good trick if you can do it.” 
Enthusiasm, says Mr. Allen, is a 


prerequisite of the successful life in- 
surance salesman. “The most imagina- 
tive of men would find it difficult to paint 
a picture which would truly represent 
the importance of life insurance. It is 
the greatest economic stabilizer in the 
world. Its funds are never used for 
speculation. Most of the public util- 
ities are financed by Insurance Com- 
panies and the possibilities of its future 
development are infinite. 


Early Training 

“IT think that the thing which gave 
me the best training for my life work 
in life insurance was the four years I 
spent traveling through 41 states of 
the Union selling stoves. It was the 
most gruelling work I have ever under- 
taken, but it did me good. I was selling 
plumbing contractors, who are not ex- 
actly the easiest people in the world 
to sell, and I had to carry a trunk in 
which was a 75-pound stove as my sam- 
ple. This work took me into all kinds 
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ORKED FOR MONTHS ON 


Sometimes I would have 
to go to the homes of the customers 
of my accounts and do a little servicing 
and demonstration. This work elimi- 
nated any illusions I might have had 
about cold selling. It helped me to 
maintain control of an interview, no 
matter what the circumstances, and 
was in general an excellent preparation 
to selling life insurance. 

“In 1927 I started with the Kansas 
City Life. I was 27 years old. Six 
months later I had written $179,000 in 
life insurance. Half of this time was 
spent in an absolutely cold canvass of 
business men, housewives and anyone 
who looked like a prospect. This half 
year completed my career with the Kan- 
sas City Life. I then signed a contract 
with the Northwestern Mutual, under 
Clifford L. McMillen, who in my opin- 
ion is the greatest general life insurance 
agent in America. This was in Mil- 
waukee, my birthplace and home. A 
little less than four years later, on 
June 28, 1931, I came to New York 
with Mr. MeMillen. I left a good busi- 
ness behind me, $1,600,000 in force, to 
tackle New York. Milwaukee people 
are thrifty, they like and believe in life 


of situations. 


insurance, and I had made many 
friends. However, this looked like the 
biggest life insurance opportunity 


available, so I came. 


Contacts Vs. Contracts 
“Did I have any trouble in making 
contacts? None at all. But I did find 
it somewhat difficult to make contracts. 
When I first arrived I made up my 


mind to write a policy during my first 
working day in New York. I started 
in the City Bank and Farmers Trust 
Company building, beginning on the 
top floor and working down. In that 
day I visited 40 offices and had just 
three interviews. However, with all 
my determination, my first sale came 
four months later. I commenced to do 
a small business in November and 
wrote $66,000 in policies between then 
and Jan. 1. 


Start Out Prepared 

“T find that New Yorkers prefer to 
do business by appointment. All my 
calls this year have been on that basis. 
In making contacts by appointment 
and when face to face with the pros- 
pect, I bring up the story of new life 
insurance only upon his expressed in- 
vitation—it is really a service approach. 
The days of high pressure salesman- 
ship are finished. I endeavor to give 
the prospect an unbiased report on the 
insurance he owns. It is more impor- 
tant to take care of the insurance al- 
ready in force than to sell new. I find 
it the prime need of my clients to get 
their present insurance in full and final 
form so that as policyholders they will 
receive the full benefit of their premium 
dollars. Once I have convinced the 
prospect of my attitude in this respect, 
I gain his confidence and a _ great 
amount of resistance is done away with. 
When the old policies are straightened 
out, then it is time to talk about new 
insurance. 

“IT suppose there are many men who 





since Jan. |, 1932. He says: 


ment.” 


want a spare tire?” 








Million Dollar Sales Tips 
William Stickney Allen, Jr., special agent in New York City 
for the Northwestern Mutual Life, has sold $1,000,000 in policies 


“New Yorkers prefer to do business by appoint- 


“There may be men who need no more insurance 
but I have never met one.” 


“All my savings are in insurance.” 
“Insurance for taxes? If you hadacar, would you 


Mr. Allen outlines his method of selling in a typical interview, 
demonstrating how it is that the successful life underwriter can 
always leave to the public a legacy of millions. 
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do not need any more insurance, but I 
have never met them. The need gen- 
erally presents itself during an inter- 
view, and in many cases the prospect 
notices it first. 

“Now and then I meet a man who 
claims not to be interested in insurance 
and who makes disparaging remarks 
about it. I ask him: ‘Do you own any?’ 

“Almost invariably he does. 

“Then I say, ‘Are you ashamed of it? 
No... then let’s talk about it.’ 

“To be a successful life insurance 
salesman requires tremendous applica- 
tion to the job. And the man starting 
out needs to be well financed. Other- 
wise, he is liable to permit the desire 
for commissions to warp his recom- 
mendations. He must never look solely 
at commissions. He must be unbiased 
and have a sincere wish to aid his pros- 
pect. He must be thoroughly sold on 
insurance himself and have a reason- 
ably complete knowledge of the vari- 
ous policy contracts. And most impor- 
tant of all, he must be willing to work 
at it as hard as he would at any other 
kind of a job—a full day, from nine 
to five. 


Some Common Errors 


“There are a lot of mistaken ideas 
current about selling insurance. In the 
past, when a man was unsuccessful, 
out of a job, he turned to life insurance. 
He did this because it was easy to get 
into, and seemed to require no training 
and no capital. He thought that all he 
had to do was call on his friends. That 
was all very nice, but when face to face 
with a prospect, even though it might 
be a friend, he was unable to answer 
even the elementary questions perti- 
nently. So he sold no insurance and 
gradually lost his friends into the bar- 
gain. These are the people that go 
around saying that nobody can make 
any money selling life insurance. 

“Have I any securities? Well, that 
depends on what you mean by securi- 
ties. I have life insurance. 

(During the interview which the 
writer had with Mr. Allen the tele- 
phone rang. It was a stock broker 
offering him some “swell buys.” It 
turned out that Mr. Allen was not in- 
terested. “I’ve a big premium coming 
due this month, and that is more im- 
portant to me than the stock market,” 
he said.) 

“It’s this way. While I do not recom- 
mend that people put all their money in 
life insurance, nevertheless, that is my 


own policy. I’ll tell you why. I believe 


that it is simpler to create an estate 
(Concluded on page 15) 
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An Outing in Quebec! 


Surrounded at once by the old world, alien charm 
of Quebec and the ultra-modern luxury of Chateau 
Frontenac, the Peoria Life clubs enjoy their annual 
outing this month in this delightful and_ historic 
Canadian metropolis. Their members are guests of 
their company, which thus recognizes the attainments 


of its agents who qualify for such distinction. 


A Peoria Life agent who wins admission to one of 
these clubs demonstrates more than his ability to pro- 
duce the required volume of business. The badge of 
club membership marks an underwriter of more than 
average accomplishments in service to policyholders, 


conservation, and high professional standards. 


Peoria Life clubs are constructive and educational 
in character. They provide association with other 
successful leaders in the business. They stimulate 
the greatest productive powers and increase the earn- 
ings of their members. They make Peoria Life agents 
more effective, more prosperous, happier life insur- 
ance men. They are an important part of the Peoria 
Life program of service that helps our agents make 


good. 


Peoria Life Insurance Company 


Peoria, Illinois 








Closing Cases 








“T closed two cases I would not have 
closed had I not had Fifty Interviews— 
Fifty Sales.” 

—C. E. Hawley, Ada, Okla. 


q 








The Spectator Company 
243 West 39th St., New York, N. Y. 


Please send me FIFTY INTERVIEWS—FIFTY SALES with 
Quiz and Answers, postpaid. Enclosed find $2.50. 


Name 
St. & No 


City & State 








Something New 


For those concerned with the litigation and settlement 
of insurance claims. 


The 
SELECTIVE DIGEST OF THE LAW OF 
INSURANCE AND RELATED TOPICS 


Answers the thousand and one questions daily 
arising in the defense and adjustment of claims, 
by brief restatement of the governing statute or 
rule of law followed in each jurisdiction, with 
leading case citations. 

Road maps the law library for further research, 
when necessary to prepare a brief, by references 
to publications giving supplementary authority. 

Puts at your disposal the seasoned judgment and 
specialized experience of a country-wide group of 
Advisory Editors, including many of the foremost 
authorities in the field of insurance and negligence 
law. 


The Selective Digest is published not only as a refer- 
ence work in its own right but also replaces the Digest 
Section of THE INSURANCE BAR, the Preeminent Di- 
rectory of Insurance Counsel and trusted advisor of those 
who employ attorneys in insurance cases. 


THE BAR LIST PUBLISHING CO. 
343 S. DEARBORN ST., CHICAGO, ILL. 


Copies of the New 1932-33 Edition of The Insurance 
Bar without law digests (Directory Section only), will be supplied 
without charge to claims executives, home and branch office 
counsel, etc., whose duties include the selection of attorneys and 
independent adjusters. 
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Million Dollar 


Producer 


(Concluded from page 13) 
of interest than out of capital. 
Take the example of a man who earns, 
say, $10,000 a year, spends $8,000, and 
saves $2,000. Suppose he invests the 
savings in stocks. Asked why he does 
this, he will say, ‘To increase my in- 
c me.’ 

Security Yield 
If he is able to pur- 
that will yield, say, 
10 per cent, he will gain $200 a year. 
But I maintain that in reality he has 
put this money away for the purpose 
of building up an estate. He probably 
will continue to much as he 
can, and when he is 50 or 60 years old, 
he has quite a pile—the result of deny- 
ing himself the use of the $2,000 each 
of the years he has been saving. That 
is, he has it if the securities turned 
out as he hoped. But, now that he has 
accumulated this money, he fears to 
spend it, because he doesn’t know how 
long he will live. So it remains in- 
vested, and he never really fully bene- 
fits from its use. Then he dies at 70 
or 80, leaving the money to his family. 
This, I maintain, is the same as life 
The point is that he would 
have gotten more out of life and out of 
his money if he had really bought life 
insurance. Compare his situation with 
the man who makes $10,000 a year, 
and instead of investing the $2,000 he 
saves, buys a $2,000 or larger life in- 
surance policy. On this policy he pays 
what amounts to interest, i.e., the pre- 
mium, say, $40. He still has $1,960 in 
hand, with which he can do as he likes. 
It is evident that this increases his 
current income at a greater rate, and 
that he has more of his money to use 
and can get more fun out of life than 


“Very true. 


chase securities 


Save as 





insurance. 


the other way. Then again, the man 
who owns life insurance lives longer 


because he has nothing to worry about. 

“Should the salesman understand the 
abstract theory behind insurance? 
Well, it won’t do him any harm, but 
the less technical the salesman is, the 
more direct and human he can be, the 
more he will be able to interest his 
man. People are still buying insur- 
ance today for the same reasons that 
it was bought 6 years ago—education 
for the children, income to the wife, 
income for the daughter, a cash sum to 
start the sons in business, a retirement 
fund for the insured—you know the 


Story. 





For Tax Purposes 
“We hear a lot about buying life in- 
surance for tax purposes. If you hada 
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car, would you want a spare tire to go 
with it? Insurance for taxes has its 
place, but it is not the main reason 
for buying it. Sticking to fundamentals 
produces the best results. 

“Another thing coming in for a lot 
of glorification is the endowment policy. 
The hunger for economic security is a 
definite human want and the endow- 
ment policy should be in every man’s 
program of insurance, the obli- 
gations to his family are first fulfilled. 
Then is the time to sell a retirement 
contract. As I said before, the oppor- 
tunities in life insurance selling are 
infinite. New needs occur every day.” 


when 


Make It a Tangible 


BJECTION—“TI’ll talk it over with 
the missus.” 

Answer—“That’s a swell idea and 
has but one drawback. I’m not going 
to spring that one about ‘maybe you 
can’t pass’ because, judging from your 


15 


present appearance, I’d hate to get into 
a physical argument with you. I have 
just one thought on the subject, how- 
ever, and it is this: Before you talk it 
over with your wife have something to 
talk about. We have been discussing a 
Plan which you feel might be accept- 
able to her. It is usually more difficult 
to discuss seemingly intangible futures 
with a wife than realities would be with 
a widow. 

“My suggestion is just this—let old 
Saw Bones check you over and confirm 
your own belief in yourself; let the 
Retail Credit Co. okay your present 
financial standing and then De- 
will release a Con- 


our 
partment of Issue 
tract which, together with your sound 
judgment in this matter, will enable 
her to understand the wisdom of your 
decision to see that the Black Shadow 
of an Uncertain Future need not be 
feared by her, or the children, or your- 
self."—H. C. “Home Life 


Agency Magazine.” 


Greene, in 








to nature, 
down hill. 














of selling life insurance? 
two familiar statements: 


the chill of winter. 


yourself accordingly? 


Since tides first ebbed and 


“ 


too bad, for you can’t go 


* Author of “Life Underwriting 


writing.” 





It’s “Agin Nature” 


By 
WALTER CLUFF * 


HE ultimate dictum of the old Missourians 
in expressing that a thing is impossible to 
accomplish is that it’s “agin nature.” 
“agin nature,’ 
Certainly, we all know that if you go contrary 
you 
Flowers bloom in the spring. 
ripens in the fall. 
In fact, as Huxley, the great scientist, says: 
“All nature is the expression of a definite order, 
with which nothing interferes. 
pose of mankind is to find that order, and govern 
themselves accordingly.” 
What is the “definite order’ 
We have it set down quite definitely in the 


Plan your day’s work the night before. 

Keep a daily record of your activities. 

To expect success in writing life insurance, when out of harmony 
with that order, you might just as well expect flowers to bloom in 
It can’t be done, it’s “agin nature.” 

With the definite order established, what do you do in governing 


Here it is—this is what to do, expressed in the slogan: 
Eight a. m.; Ten good men; Every day; Six days per week. 
flowed, life insurance men 
this definite order, and governed themselves accordingly, have succeeded. 

If you are one of them, you are all to the good; if not, it’s just 
agin nature.” 


Efficiency” ar 


If it is 
’ it can’t be done. 

Water flows 
Fruit 
Tides rise and fall regularly. 


get into trouble. 


The whole pur- 


, 


in the procedure 


who found 


id “The Spirit of Life Under- 
























Ms. E. Lee Trinkle, 


wife of | Lee Trinkle, former 
Governor of Virginia and now ex- 
ecutive vice-president of the Shen- 
andoah Lite Insurance Company, 
was thrown from a horse and seri- 
ously injured last Thursday, sutfer- 
ing bone fractures and_ bruises 
which will keep her confined to the 
Jefferson Hospital in Roanoke for 
the next six weeks. 


* * * 


J + Furniss Lee, 


general agent of Mutual Benefit 
Life, Birmingham, Ala., has an- 
nounced the appointment of A. E. 
lkowlkes as district manager at 
Mobile, Ala., succeeding i 3 W. 
Oliver, who has been recalled to 
Birmingham. 


* * * 


4d 
Father and son” 


combinations in the field organiza- 
tion of the Bankers Life Company 
were increased recently when 
Newton Hake became affiliated 
with the Kansas City agency of 
the company, of which his father, 
Rk. G. Hake, has long been agency 
manager. 

Other notable “father and son” 
combinations in the Bankers Life 
field include Agency Manager EIl- 
bert Storer and son, Horace, of the 
Indianapolis agency ; Agency Man- 
ager DeForest Bowman and son, 
Marquis, of the Chicago agency, 
and Agency Manager ©. G. Wilson 
and son, Addison, of the Omaha 


agency 
. . * 


The production 
of an application a week for prac 
tically eighteen years is the en- 
viable record made by O. F. Gil- 
liom, general agent for The Lincoln 
National Life Insurance Company 
at Berne, Ind. He has almost a 
seven-year lead over his nearest 
competitor, D. EE. Peavy, of Beau- 


Life Insurance 


mont, Tex., who has 581 weeks. 
C. Bb. Rittenberry, of Amarillo, 
Tex., with 549 weeks; H. G. Swift, 
Bryan, Ohio, with 530 weeks, and 
S. H. Annis, Detroit, Mich., with 
27 weeks, are close behind. 


~ 


* + * 


The largest 


single premium life annuity insur- 
ance policy ever issued through the 
Louisville office of the Equitable 
Life Assurance Society, was sold 
recently by H. M. Barnett, man- 
ager, to a prominent physician of 
Grayson County. The single pre- 
mium amounted to $34,000, secur- 
ing a volume of insurance of $85,- 
000. The same man _ invested 
$10,000 in the same sort of insur- 
ance contract earlier in the year, 
thus having paid $44,000 in insur- 
ance premiums this year. 


* * * 


f. Glenn Roberts, 


of The Lincoln National Life home 
office underwriting department, has 
been awarded the “Order of the 
Purple Heart” for bravery and per- 
sonal sacrifice in action during an 
engagement on March 18, 1918, 
near Badonville, France. Mr. 
Roberts is the second of the insur- 
ance fraternity to be awarded this 
signal honor, the first being pre- 
sented to James W. Hanberry, 
as reported here recently. Mr. 
Roberts was awarded this distinc- 
tion for his efforts in keeping open 
telephone communication during 
the progress of a raid. This ac- 
tion lasted from six to eight hours, 
in which time Mr. Roberts and his 
men were exposed to gas, shell and 
low airplane fire. Roberts was 
wounded and gassed during the en- 
gagement. The commendation for 
the award was given by L. C. Cole- 
man, captain and adjutant of the 
One Hundred and Fifty-first Field 
Artillery, in which Mr. Roberts 
served as second lieutenant. 





OLKS AND (442% 
ACTS 


IN LIFE INSURANCE 


,j Staak Etingle 


ERY often bright young men, 

starting out in the business of sell- 
ing life insurance, will rebel against 
the standard sales talk they are encour- 
aged to use. Even after they have 
adapted the line to suit their own in- 
dividual style, the constant repetition 
of cut and dried phrases wears on the 
nerves of a zealous young salesman 
whose vocabulary may only recently 
have won him distinction and honors as 
class orator. He aspires to something 
above and beyond the role of human 
parrot and then it is that he makes the 
mistake of going original in a big way. 
And then it is that he learns that it is 
better to be cut and dried in this busi- 
ness than clever and all wet. 


* * * 


IRST off, by using phrases which 

have been repeated time and time 
again to a prospect, the salesman is 
enlisting on the side of this presentation 
all the forces of life insurance that have 
gone before him. Simple as the propo- 
sition of life insurance may be, it takes 
time for even the fundamentals to sink 
in and the oftener the bare facts of 
policy terms and sales points are 
stressed to the buyer, the nearer he 
comes to the closing stage. The most 
successful jokes of 1932 can be traced 
to surprisingly distant origin, and don’t 
think for a moment that Washburn- 
Crosby publicity men couldn’t think up 
a variation of “Eventually, Why Not 
Now?” if they put their minds to it. 


'The Maxwell House coffee people could 


plaster each different ad with a bright, 
new phrase but they hang on to “Good 
to the Last Drop.” In exactly the same 
manner are the desirable features of 
annuities and endowments driven home. 


* * * 


HEN too, it must be realized that 

your message will be entirely new 
more times than you may imagine. I 
recall, for example, an address on the 
investment features of life insurance 
delivered by M. Albert Linton in New 
York last winter. He based his talk on 
the separation of term and purely in- 
vestment features in figuring invest- 
ment returns. “That’s old stuff,” said 
a fellow who had heard the point dis- 
cussed before. You know the type. And 
it wasn’t new, but half a thousand life 
underwriters were busy taking notes 
all through the talk. If Mr. Linton’s 
sales hints were new to hundreds of 
successful life agents, think how little 
appreciated and little understood they 
must be to the general public. 
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Buffalo Mutual Life 
Makes Fine Record 


Registers Marked Prog- 
ress While Effecting 
Change to Legal Re- 
serve Basis During 1932 


It is with much interest 
that life insurance _ people 
have watched the working out 
of problems incident to trans- 
ferring a carrier from an 
assessment to a legal reserve 
basis, as exemplified by the 
Buffalo Mutual Life during 
the first half of this year. 
Though such transactions oc- 
cur frequently in various 
parts of the country, the Buf- 
falo Mutual Life case is the 
first of its kind in the State 
of New York for some three 
decades. THE SPECTATOR, ac- 
cordingly, delegated a repre- 
sentative to inquire into the 
methods employed by the com- 
pany’s management 
this transition period and the 
results thus far obtained. 
The company’s experience 
contributes a valuable chapter 
to life insurance history. 
Established 60 Years 

As most readers know, the 
Buffalo Life Association was 
founded some 60 years ago 
by prominent members of the 
Masonic order to write insur- 
ance, on the assessment plan, 
on members of that order 
only. After many decades of 
successfully performing this 
function, the management of 
the association, realizing that 
the restrictions of its charter 
prevented the organization 
from enjoying a growth pro- 
portionate to the development 
of life imsurance generally, 
decided on important changes 
in structure. 

In February, 1932, the as- 
sociation formally reincorpo- 


ORDINARY —~ 
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J. M. Hall, President, Buffalo 
Mutual Life 

Counsel Maintains 
Reece In Error 


Cancellation of National 


Life Charter Voided 


Under Law of Tenn.., | 


Says Attorney Potts 


Cuicaco, Aug. 2—The con- 
troversy between the insur- 
ance commissioner of Tennes- 


| see, Joseph I. Reece, and the 


rated as an old line legal re- ! 


serve company and changed 
its name to the Buffalo Mu- 
tual Life Insurance Co. Steps 
were then taken, under the 
direction of President John 
M. Hull, to transfer the poli- 
(Concluded on page 36) 
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National Life of U. S. A. has 
settled down to an armed 
truce. The National Life has 
announced that it will with- 
draw from Tennessee com- 
pletely. 

It is now alleged that the 
Tennessee commissioner vio- 
lated the Tennessee law in 
cancelling the company’s !i- 
cense because he failed to give 
proper notice of his intended 
action, which of course means 
that his cancellation order 
was void. Judge Rufus M. 
Potts of Chicago, who has 
been in Tennessee for some 
time in behalf of the National 
Life, in a long letter to the 
commissioner flatly charged 
that the peremptory cancella- 
tion action was motivated by 
a desire to circumvent injunc- 
tion proceedings on the part 
of the company. 

However, regardless of the 
fact that the company appar- 
ently has excellent grounds 

(Concluded on page 36) 





INDUSTRIA 


John M., Laird Reviews 


Current Business Trends 





| President of American Life Convention Sees Life 
Insurance Progress 85 Per Cent Normal For First 


Half of 1932 


Life insurance is 
an excellent position to 
quickly react favorably 
to the apparent general 
improvement in economic 


conditions, John M. Laird, 
president of the American 
Life Convention and vice- 


president of the Connecticut 
General Life Insurance Com- 
pany, said in discussing the 
current business outlook. Mr. 
Laird said: 

The first six months of 
1932 have again demonstrated 
the value and stability of life 
insurance. At a time when 
many lines of business are 
operating at only a small 
fraction of normal produc- 
tion, the sale of new ordinary 
life insurance has been main- 
tained at about 85 per cent 
of the corresponding period 
last year. Strangely enough, 
the sale of industrial insur- 
ance, which appeals chiefly to 
wage earners, is fully 98 per 
cent of the amount delivered 
in the first six months of 
1931. Evidently the Ameri- 
can people regard life insur- 
ance as a prime necessity 
and, even though their in- 
come may have been serious- 
ly reduced, find some way of 
paying premiums for new 
life insurance in order that 
the family may be more fully 
protected. 

Unfortunately, however, a 
large number of policyholders 
have been forced, by condi- 
tions beyond their control, to 
discontinue old insurance by 
lapse or surrender. In many 
a household suffering from 
unemployment or reduced in- 
come, it has been necessary 
to draw on accumulated sav- 
ings to meet current bills for 
taxes, food and shelter. With 
sO many immediate needs, it 


in a 


Trading Stamps Barred 

The Insurance Depart- 
ment of the State of 
Nebraska has ruled, 
under date of July 26, 
that no life insurance 
company, whether’ do- 
mestic or foreign, doing 
business in the State of 
Nebraska, shall accept 
trading stamps in pay- 
ment or part payment 
for premiums on life in- 
surance policies sold in 
the State of Nebraska. 





is difficult to find room in the 
budget for premiums. The 
sole connecting link between 
the policyholder and the com- 
pany is the agent who sold 
the business in the first place 
and who is today cooperating 
to keep the protection intact. 
In this period of readjust- 
ment, the steady flow of pre- 
miums from the individual to 
the companies is a tribute to 
the systematic sacrifice and 
foresight of the policyholder, 
the effectiveness of the agency 
system and the universal ap- 
peal of life insurance protec- 
tion. 

Several companies report 
that since July 1 there has 
been a welcome falling off in 
both the number and amount 
of policy loans. Policyhold- 
ers are beginning to realize 
that it is better to further 
curtail expenses, and even to 
ask for more time on out- 
standing debts, in order that 
the protection of dependents 
may be fully preserved. 

(Concluded on page 20) 


Life Insurance 














YOUR 
OPPORTUNITY 
May Be With 


The Colonial Life 


Insurance Company 
of America 


Incor 
Under 


33 Years 
in Business 


Over 570,000 People Protected 
By Colonial Policies 


More Than 123 Million Dollars 


Insurance in Force 


rated 1897 
ew Jersey Laws 


Industrial Policies from Birth to Age Sixty 
Ordinary Policies from Age Fifteen to Age Sixty 


Operating in 
New Jersey, New York, Pennsylvania and Connecticut 


Home Office, Jersey City, New Jersey 
Tell All About Yourself in First Letter 
Here’s A CHANCE FOR THE GO-GETTER 


























No Depression for This Man 


He _ sells something that 
everybody needs—the protec- 
tion afforded by United Life 
policies which oo ALL 
IN ONE CONTR 


LIFE INSURANCE WITH 
DOUBLE AND TRIPLE IN- 
DEMNITY FOR ACCIDEN- 
TAL DEATH. 


NON - CANCELLABLE, 
NON-PRORATABLE WEEK- 
LY ACCIDENT INDEMNITY. 


WAIVER OF PREMIUMS 
FOR TOTAL AND PERMA- 
NENT DISABILITY. 

In addition to attractive 
policy contracts in the form 
of ordinary life, limited pay- 
ment life, endowments, month- 
ly income, educational endow- 
ments, and juvenile insurance 
he offers 


THE INCOME INDEMNITY 
CONTRACT — THE NEVER 
FAILING SUBSTITUTE FOR 
THE SALARY CHECK. 

His advice to ambitious 


agents is this: Get in touch 
immediately with 


United Life and Accident Insurance 
Company 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 

















IT CAN BE DONE 


and—you can do it! 


If you want success, and have the 
necessary grit and vision to go after it 


HERE’S HOW 


Whether you have 
heard Louis Cran- 
dall deliver his talk 
on “The Romance 
of the Golden Lad- 
der” or not, you will 
to read and 
book 


want 


own his new 





INDIRECT SELLING 


This fellow Crandall certainly has something on 
the ball. ‘This is his fourth year of averaging thirty- 
five applications to each twenty-five calls, and his 
tenth year of getting from one to thirty-five appli- 
cations each week. 


HAS HE A SYSTEM? HE HAS! 


It’s INDIRECT SELLING, 
high powered—and effective. 


low pressure, but 


Get a copy of this wonder book for yourself and a 
copy for each one of your associates. It explains 
how to discover and use the radiant dynamic force 
that is pushing many to success. Learn how to use 
this marvelous influence to help you get what you 
want, when you want it. 


“The world is a horse with a bridle and bit 
It will ride you, if you don’t ride it.” 


Learn how it feels to handle the reins and spurs 
yourself. Get a copy of INDIRECT SELLING, 
and don’t overlook the special offer on 6 copies for 
the price of five, in the coupon below. Fill out the 
coupon and return it today. 





THE SPECTATOR COMPANY 
243 West 39th Street, New York 
(CD Please send........ ee of INDIRECT SELLING for which 
please bill in accordance with prices in schedule set forth below. 


(CUI wish to take advantage of your SPECIAL FREE COPY OF- 
FER. Enclosed is remittance of $12.50 in advance, which entitles 
me to five (5) regular copies and one specially autographed copy 
of INDIRECT SELLING for myself. 


Indicate your selection by a check or cross in boz. 


DD 6:64 0cdnevsennseonesationssenneenes 
Single copy.. $2.50 
12 copies..... 24.00 RE Actccdecnadidieds tenseeeseeenen 
25 copies..... 47.50 
50 copies..... ——S éé biti tntne ide hie rarerne nen ceaeeee 
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Guardian Leaders 


Honored at Quebec 


Miles, of Tampa, Wins President's Cup; Broughton, 
N. Y. Leads Producers; Conservation Efforts of 
Cashiers Receive Commendation 


At the 1932 Leaders Club 
Convention of The Guardian 
Life Insurance Company of 
America, held at the Chateau 
Frontenac in Quebec, Vice- 
President James A McLain 
presented awards to the lead- 
ers of the field force in pro- 
duction and conservation of 
business. 

Bronze placques for the 
agency and silver cups to the 
cashiers were awarded the 
following leaders in conser- 
vation: 

Class A—New York (D); 
F. S. Doremus, manager. 

Class B Cincinnati; 
Harry Isgrig, manager. 

Class C—New York-(M); 
Godfrey B. Moore, manager. 

Class D—Belleville; Ar- 
thur Niemeyer, manager. 

Presentation of service 
pins to members having quin- 
quennial anniversaries this 
year followed. J. W. Graves 
of Richmond, with 40 years’ 
service, headed the list, fol- 
lowed by D. L. Harris of Den- 
ver with 25 years. 20-year 
pins were presented to R. 
D’S. Robertson of Nashville, 
W. J. Rouse of Los Angeles, 
Mrs. C. D. Knight of Fargo, 
J. M. Andrews of Ft. Smith, 
and E. E. Vetter of St. Louis. 
Broughton Leading Producer 


Vice - President McLain 
next introduced the higher 
honor club members. The 


leader of the entire field was 
P. F. Broughton of New York 
(MeN) whose club year pro- 
duction was well over three 


millions. 
Awards were made _ to 
members of the 100 Paid 


Lives Club with premier hon- 
ors going to R. A. Trubey of 
Fargo with 138% lives. C. 
T. Ballew of Kansas City was 
second with 129% and Miss 
Maud McCallister of St. 
Louis, third with 112. Fol- 
lowing these leaders were A. 
L. Beck of Buffalo, 108; E. O. | 
Tschannen of St. Louis, 106; 
M. N. Meyer of St. Paul and 
L. E. Holland of Fargo, 100. | 
Certificates were then dis- | 
tributed to the Consecutive 
Weekly Producers, headed by 
Jacob Grob and R. K. Kriss 
of Cleveland, both of whom | 
have records of more than | 
10% years of C.W.P. R. G. | 
Flam of Cincinnati, with ! 
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more than 7 years, was next, 
and W. J. Chambers, Jr. of 
N. Y. (McN) and C. E. 
Meanor of Pittsburgh follow- 
ed with 309 and 288 weeks, 
respectively. 

Vice - President McLain 
then distributed certificates 
to the members of the Presi- 
dent’s Club, a new honor 
group established last year. 
The president’s cup was pre- 
sented to Manager J. T. 
Miles of Tampa. 























Paul E. Orr Joins 
The Manhattan Life 





Leaves Knight Agency to 
Become Asst. Supt. 
of Agencies 





The Manhattan Life In- 
surance Company announces 
the appointment of Paul E. 
Orr as assistant to the super- 
intendent of agencies, with 
headquarters at the home 
office. 

Mr. Orr comes to The Man- 
hattan Life with a wide ex- 
perience in life insurance. 
He was born in Sparta, Ga., 
and entered his insurance 
career in 1919 with The 
Travelers, in Atlanta, Ga. 

From 1921 to 1923 Mr. Orr 
was manager of W. R. Col- 
lins & Company of New York, 


, 1923 


19 


in life and general insurance, 
at the same time filling the 
position of executive secre- 
tary of the New York Life 
Underwriters Association. In 
he became assistant 
manager of the State Insur- 
ance Fund of New York, in 
charge of acquisition. He 
was associated with the State 
Fund until 1929, during 
which time the premiums in- 
creased from $3,000,000 to 
$9,000,000 annually. 

In 1929 Mr. Orr took over 
the general agency of the 
Union Central Life at Buf- 
falo, producing a substantial 
volume of business in addi- 
tion to his agency activities. 
Since that time Mr. Orr has 
been a personal producer of 
note with the same company 
through the C. B. Knight 
agency in New York. 





New Retirement 
Income Annuity 


A real sales builder 


optional. 


Guaranteed death benefit. 


The Missouri State Life new Retirement Income 
Annuity, just announced, makes instant appeal to 
prospects because of its outstanding values and 


plainly stated contract provisions. 


Monthly income for life or lump sum settlement— 


Optional retirement age—between 50 and 70. 
Refund annuity option at maturity. 

Cash settlement at end of any contract year. 
Other interesting details on request. 


This contract is just one of many real business 
getters offered by Missouri State Life. 


A Good Company to Represent 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


HOME OFFICE, ST. LOUIS 
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Percy A. Peyser to 
Join Keane-Patterson 


Million-Dollar Producer for 
First Year in Life 
Insurance 
Percy A. Peyser, of Wells, 
Meissel & Peyser, Inc., gen- 
eral agents of the National 
Life of Vermont, has _ re- 
signed his position with that 


firm to further develop his 
personal production, and to 
enlarge upon his plans to 


make full time producers out 
of business men with no pre- 


vious experience in life in- 
surance. 

On Aug. 15 he will join 
the Keane- Patterson agen- 


cies at their 34th Street of- 
fice, where he will organize 
the Peyser Unit. 

Mr. Peyser is 39 years old. 
He lived abroad for several 
years prior to 1916 and un- 
derstands the mixture of hu- 
man nature, which is so di- 
versified in the metropolitan 
district. He is a confirmed 
optimist, with a keen sense 
of humor. His only encoun- 
ter with trouble has been on 
the golf course. 


Broad Background 

At the age of 18 Mr. Pey- 
ser went to work as a me- 
chanic’s helper in the shop 
of the Fiat Corporation of 
America and worked himself 
up to sales manager and 
treasurer by 1924, including 
time out as first lieutenant 
in the army during the world 
war. At that time, because 
of the waning popularity of 
foreign cars, the Fiat Corpo- 
ration was dissolved and Pey- 
ser had to seek new fields at 
the age of 31. 

He selected the life insur- 
ance business as one having 
the greatest possibilities and 
at the same time less of tedi- 
um than certain other lines 
of business, He joined the 
Keane - Patterson agency in 
1925 and the first year paid 
for a million dollars of life 
insurance. Later the oppor- 
tunity came for him to be a 
agent, but his lure 
for the personal production 
end of the business called 
him back to Keane-Patterson 
where he first started. 


general 


Life Office Management 
Proceedings 
The proceedings of our two 
1982 conferences of 
Management 


special 


the Life Office 


UNIT MANAGER 





Percy A. Peyser 


wealth of information of gen- 
eral interest to all life insur- 
ance companies and others 
interested in insurance that 
the officers of the association 
have decided to make the 
proceedings available to non- 
members. A limited number 
of additional copies have 
been printed for this purpose. 

These _ proceedings are 
bound in book form and con- 
tain in excess of 250 pages, 





Insurance. 


on beneficiary 


and 65) 


to— 


THE UNION 





The Union Labor Life 


Insurance Company 


An old line legal reserve insurance company 
with a New Appeal, transacting Life, Waiver 
and Income Disability and Double Indemnity 


WE ISSUE a full line of policies including: 
Modified Life Policy (5-Yr. period) 


Juvenile Policies—with or without insurance 
Insurance with Annuity Contracts (Ages 60 


Family Income Plan—(including a 20% im- 
mediate death payment) 

Insurance on Small Loan Borrowers; Group 
Insurance; Wholesale Term Insurance 

WE OFFER an attractive agency contract 
with non-forfeitable renewals. . 

WE FURNISH numerous and valuable leads, 
plus the active assistance of field men. 

A real opportunity to join a progressive and 
growing life insurance company. Apply now 


LABOR LIFE 


INSURANCE COMPANY 
WASHINGTON, D. C. 











with numerous cuts and 
forms. The price, $5 per 
copy. 

What should be done for 


the man who has already bor- 
rowed the equity in his old 
contract and is unable or un- 
willing to pay the premium 
plus loan interest? A few 
persons have apparently ob- 
tained the impression that 
the companies are glad to see 
this business go off the books. 
They seem to think that in 
some unaccountable way the 





Receiver Asked for Old 
Colony Life 


Cuicaco, Aug. 3—A 
petition asking that a re- 
ceiver be appointed for 
the Old Colony Life In- 
surance Co., 166 West 
Jackson Boulevard, was 
filed yesterday in Super- 
ior Court by Mrs. The- 
resa Stengel. It is al- 
leged that Mrs. Stengel’s 
application for a loan on 
her policy has been ig- 
nored for 60 days. It is 
stated in the bill asking 
a receiver that the com- 
pany’s present assets are 
under $3,400,000. 








contains such a 


Association 





Life Insurance 


(Concluded from page 17) 


companies thereby profit at 
the expense of widows and 
orphans. As a matter of 
fact, every company in the 
country is making special ef- 
forts to save this business 
and enable the policyholder 
to continue protection for his 
family when he needs it most. 

The company and the 
agents go far to cooperate 
with the policyholder in order 
to retain as much insurance 
protection as is in keeping 
with his present financial 
condition. 

In general, life insurance 
companies have in_ recent 
months strengthened their 
cash position. They have 
maintained unusually large 
balances in the banks and 
have purchased government 
bonds readily convertible into 
cash. During the past year, 
the combined life insurance 
companies of the United 
States have taken care of all 
requests for cash and loan 
values. 

In the sale of life insur- 
ance, there are today two 
distinct trends. Many pros- 
pects, realizing the value of 
life insurance but hard- 


John M. Laird Reviews Business Trends 


pressed for funds, are seek- 
ing the maximum protection 
at the lowest cash outlay. 
They are buying ordinary life 
or term. Another more for- 
tunately situated and equally 
important group, impressed 
by the shrinkage in their se- 
curities and other assets, are 
turning to life insurance poli- 
cies with a large investment 
appeal. 





Peter M. Fraser to Visit 
West Coast 


Peter M. Fraser, vice- 
president and director of 
the Connecticut Mutual 
Life Insurance Company, 
will leave Hartford about 
August 8, for Denver and 
the Pacific Coast, where 
he will visit Los Angeles, 
San Francisco, Portland 
and Seattle. 

In addition to looking 
over the company’s mort- 
gage loan investments in 
the West, Mr. Fraser will 
visit and speak briefly 
at the company’s general 
agencies in the above 
cities. 
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Pan-American Issues 
New Income Policies 


Endowments at Age 55 and 
Age 65 Featured in 
Contracts 


Two new retirement in- 
come policy forms have been 
released by the Pan-Ameri- 


can Life, according to Ted 
M. Simmons, manager Uni- 
ted States agencies. Both 


policies are of the Pan-Amer 
“Life Income Bond” 
series, providing continuous 
income to the insured in 
units of $10.09 monthly fol- 
maturity, with the 


ican 


lowing 


income guaranteed for ten 
years. 

The first of the new con- 
tracts is termed the Pan- 


American “Economic Endow- 
ment at age 65, Life Income 
Bond”—to all intents and 
purposes a standard endow- 
ment at age 65 providing 
continuous income from ma- 
turity but with greatly re- 
duced premium deposits dur- 


ing the first two years. Op- 
tional settlements at ma- 
turity per $1,000 unit are: 
(1) Cash, $1,269; (2) Life 


income of $10.09 monthly, ten 
years guaranteed; (3) Paid 
up life policy of $1,000 and 
$580.80 cash. 


Flat rates on the new 
Economic policy are: 

First 
Age Two Years Thereafter 
2: $12.48 

14.24 

16.70 

20.21 

25.81 





The second of the new 
Pan-American contracts is a 
standard endowment at age 
55 “Life Income Bond,” also 
providing continuous income 
from maturity. With issuance 
f this policy the Pan-Amer- 
ican now offers standard en- 
dowments maturing at 55, 60 
and 65, each policy providing 
for continuous retirement in- 
comes, 

Optiona] settlements under 


tne 


new endowment at 55, 
per unit of $1,000 are: 
1) Cash, $1,590; (2) Life 


reome of $10.09 monthly, 
guaranteed for ten years; 
(5) Paid up life policy of 
$1,000 and cash, $1,000. 
Flat rates on this policy 
are as follows: 
Age Rate 
20 $28.77 
20 45.89 
61.28 
$0 87.53 
Either of the new Pan- 
American contracts may be 
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issued with waiver of pre 
mium disability benefits or 
with the Pan-American Re 


habilitation Disability clause 
providing $10 per month per 
$1,000 for a maximum of 75 
months in the event of dis 
ability, and Double Indem- 
nity benefits may also be 
added. Soth contracts 
on the continuous 


basis. 


are 
premium 


State Life Leader 


The Arthur J. Hill Cali 
fornia Agency of the State 
Life of Indiana led all the 
company’s agencies through- 
out the United States, for 
volume of June business. Its 
June accomplishment gives 
California a record of United 
States leadership of all the 
State Life’s agencies in fif- 
teen out of the past eighteen 
months and for the past 


Brooklyn National Gains 


Seven agencies of the 
Brooklyn National Life 
which were with the company 
the first six months 
of last year have during the 
first six months of 1932 paid 
for 23 cent more ordi- 
nary business than they did 
during the first six months 
of 1931. Each of these agen- 
cies, with only one exception, 
showed an increase in paid 
for business in 1932. The 
company as a whole has 
shown an increase in ordi- 
nary business during the first 
six months of 12.8. 


during 


per 


three consecutive months. 
A. Leslie Aron of San 
Francisco won the honor of 
leading all of the State 
Life’s Class A June pro- 
ducers. 


2] 


Franklin Life Expands 
Supervisory Force 

The Franklin Life Insur- 
ance Company announces the 
appointment of W. J. McGee 
as supervisor of the agency 
organization of the company 
in Oklahoma and Texas. At 
the time of his appointment 
Mr. McGee was_ general 
agent at Sherman, Tex., and 
vice-president of the Quarter 
Million Club. 

This is the third appoint- 
ment of supervisor by the 
Franklin Life in the past 
two months and is in pursuit 
of the Franklin program. 

Joins |. A. C. 

Charles M. Biscay, adver- 
tising manager of the West- 
ern and Southern Life, has 
become a member of the In- 
surance Advertising Confer- 
ence. 








lapse . 


. at home.” 





OFFICE BUILDING 





whose policy had lapsed. 


believe my eyes... 


A Story to Warm The 
Cockles of Your Heart 


A Vice-President recently read to a conference of New 
York Life Officers a letter from the widow of a policyholder 
She wrote: “J know he had let it 
.. he could hardly get enough money to buy bread for 
us ...1 ama widow with four children . 
dollar, and no job.” ... 


There was a moment of gloomy silence. Then the Vice- 
President said, “Extended Insurance was in force. We shall 
pay $5,035.58.” There were exclamations and smiles of re- 
lief. The Chairman clapped his hands! 


After receiving her check, the widow wrote: “J could hardly 
a check for $5,035.58 . . 
penniless widow can tell you what this check means to me... 
I hope to be able to educate each one of these children... 
Best of all, it has enabled me to keep my children together 


(The insured was notified that extended insurance 
would run to Dec. 8, 1933, but apparently had not 
told his wife.) 


How fortunate for this family that the 
agent recommended a life policy and not 


term insurance. 


NEW YORK LIFE | 
INSURANCE COMPANY | 


51 MADISON AVENUE, NEW YORK, N. Y. 


. I have not a 


. No one but a 
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Jefferson Standard in 
Semi-Annual Meeting 


Semi-Annual Dividend De- 
clared As Company Ends 
Twenty-Fifth Year 


The semi-annual meeting 
of the directors of the Jeffer- 
son Standard Life Insurance 
Company was held at the 
home office of the company, 
in Greensboro, on Monday, 
July 25. A semi-annual divi- 
dend was declared. The 
president’s report to the di- 
rectors showed that the Jef- 
ferson Standard had made 
satisfactory progress during 
the first six months of 1932, 
and had closed the half year 
in a very strong position. 

President Julian Price 
pointed out in his report the 
fact that the directors had 
every reason to feel encour- 
aged by the showing the com- 
pany had made. President 
Price also emphasized the re- 
markable earning power of 
the company, as shown by 
the fact that the mid-year 
statement showed no decrease 
in surplus, even in the face 
of present-day conditions. 

Operating expenses have 
been reduced, due largely to 
an intensive study and use 
of the most modern methods 
and practices, and these 
economies have been effected 
without a reduction in per- 


Hundred Per Cent Gain 


ALA., July 18.— 
with the  an- 
nouncement that the Na- 
tional Association of Life 
Underwriters ended its third 
fiscal year on June 30 with 
an increase in membership, 
J. B. Crawford, president, let 
it be known that the Mobile 
association had a 100 per 
cent increase in membership. 
Officers of the association 
besides President Crawford 
are: vice-president, E. A. 
Zelnicker ; secretary, W. 
Steele Black, and treasurer. 
Henry L. Wright. 


MOBILE, 
Coincident 


sonnel. It was pointed out 
that the Jefferson Standard 
among the leaders in 
its mortality experience for 
the first six months of the 
year. 

An item of general inter- 
est in the report is the fact 
that the demand for policy 
loans has shown a marked 
decrease. This would seem 
to indicate that general con- 
ditions have taken a turn for 
the better. 

New business paid for dur- 
ing the half year amounted 
to $18,511,400, and with as- 
sets of more than $56,000,- 
000, the Jefferson Standard 
finishes its first twenty-five 
years of existence in a very 
satisfactory, strong, and 
sound position. 


stood 





SPRINGFIELD, 





Working With 
Both Hands 


Monarch representatives have not only 
life insurance to offer but also non-can- 
cellable accident and health. 
every interview on accident and health in- 
surance converts a suspect for life insur- 
ance into a prospect, because the informa- 
tion obtained in this manner brings out 
life insurance needs. 


MONARCH 


Life Insurance Company 


Almost 


MASSACHUSETTS 








New Managers 


New managerial appoint- 
ments of the Western and 
Southern Life are: E. A. 
King, Detroit South; C. S. 
Brockell, Cincinnati East; H. 
W. Staab, Shelbyville, Ind. 


* * * 


Mary Josephine Runnels, 
daughter of E. S. Runnels, 
Auditor and Director of the 
Western and Southern Life, 
will be married in Cincinnati, 
Aug. 18, to Charles J. Bac- 
ciocco, of that city. 
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Founded 1850 





Life Insurance 


(1) A death benefit before 


(3) At age 60, paid-up life insur- 
ance policy for $22,920. 


The Ideal Investment Policy 


Our “Seven Point Special’ policy contains the following 


and 
or: 


(4) Cash payment for $8,100 and 
paid-up life insurance for $10,- 


000. 


There are valuable options in the event of discontinuance, viz: Paid-up 
Endowment Insurance; or Extended Term Insurance plus Pure Endow- 
| ment; or Paid-up Life Insurance plus Cash Balance. 


Many people with money are looking for an investment—the “Seven Point 
Special” provides an admirable solution. 


Write, telephone or call at our nearest office for details. 


The Manhattan Life Insurance Company 


654 MADISON AVENUE 
NEW YORK, N. Y. 


(2) An income at age 60 (guar- 
anteed for 120 months). 








THOMAS E. LOVEJOY, President. 





| New York Life Renews State 
Highway Notes 


| The State of South Caro- 

lina received bids this week 
for its entire issue of $5,000,- 
000 of 6 per cent highway 
notes, due on Feb. 15, 1933, 
proceeds of which were re- 
quired to pay off a _ like 
amount of 3% per cent high- 
way notes which matured 
July 15, 1932. 

The New York Life In- 
surance Company which held 
$2,874,000 of the maturing 
| 3%’s greatly simplified the 
problem of the State in this 
| refinancing by bidding par 
for that amount of the new 
notes. 


Leader for June 


F. F. Sale of St. Louis, 
Mo., was the leading personal 
producer for the Missouri 
State Life Insurance Com- 
pany of St. Louis during the 
month of June while M. W. 
Lowe of the Oklahoma 
branch wrote the largest 
number of applications dur- 
ing that month. Lowe also 
ranked third in _ personal 
production volume, _ being 
topped only by Sale and A. 
N. Riehm of the J. Leonard 
Storey Agency. 


Myrick Production 

The paid-for business for 
the Julian S. Myrick agency 
in New York for the month 
of July, 1932, was $2,588,750, 
as compared with $3,436,500, 
for 1931. For the year the 
total paid-for business 
amounted to $17,719,625 as 
compared with $24,715,405 
for 1931. 


THE SpecTATOR 
August 4, 1932 











oon Gh ot on eK [0k eee 


> to 


ie) 
a 


tHe Hoey 





_— 


TH 
Au: 











al 
ri 


1e 


1a 
st 
r- 
$0 
al 
1g 


rd 





C. L. U. of Nation 
To Ballot by Mail 


William P. Stedman, Balti- 
more Representative Nat'l 
Life of Vt., as President 


CuicaGo. Aug. 2—Mem- 
bers of the National Chapter, 
Chartered Life Underwrit- 
ers, now are casting a ballot 
by mail on the officers for 
the ensuing year, the results 
to be announced in San 
Francisco, Aug. 18. 

The roster as prepared by 
the nominating committee 
and virtually certain of being 
elected, finds William P. 
Stedman, National of Ver- 
mont, Baltimore, for presi- 
dent; Lawrence C. Woods, 
Jr., Equitable, Pittsburgh, 
fer vice-president; Howard 
H. Cammack, John Hancock, 
Huntington, W. Va., for sec- 
retary and treasurer; and 
David McCahan, Philadel- 
phia, recording secretary. 

For directors the following 
are proposed: Gerard S. 
Brown, Penn Mutual, Chi- 
cago, the retiring president; 
Benjamin H. Badenoch, 
Northwestern Mutual, Bos- 
ton; A. H. Bennell, Mutual 
Life, Pittsburgh; Fred Cas- 
sidy, Prudential, Seattle; A. 
T. Haley, Massachusetts Mu- 
tual, North Carolina; Frank 








Massachusetts 
Mutual Life 
a synonym for 

Quality and 


Excellence in 





Life Insurance 


Massachusetts 
Mutual Life 
Insurance Co. 
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C. Hughes, Mutual Benefit, 
Milwaukee; W. J. Lennox, 
New England Mutual, San 
Francisco; H. D. Leslie, 
Northwestern National, Los 
Angeles; and John C. Mce- 
Namara, Guardian, New 
York. 

The nominating committee 
included Paul F. Clark of 
Boston, chairman; C. Vivian 
Anderson, Cincinnati, and 
Charles F. Axelson, Chicago. 


Los Angeles Managers Elect 
Harker President 


The Life Managers Club 
of Los Angeles, at the semi- 
annual business session, 
elected James P. Harker, 
manager for the Metropoli- 
tan Life, president for the 
forthcoming term and Ralph 
McCord, general agent fo 
the National Life of Ver- 
mont, was elected vice-presi- 
dent. 

President Harker is al- 
ready at work on plans for 
his administration program. 
A great deal of interest was 
manifested at this meeting 
as a result of an announce- 
ment by Roy H. Sheldon, 
general agent for the Equi- 
table Life of Iowa, who told 
of the plans of the San Fran- 
cisco Club for the National 
Convention in August. 

The club has enjoyed a suc- 
cessful year under the presi- 
dency of H. F. Standish, man- 
ager of the Sun Life, who is 
now attending his company’s 
convention in Canada. 


Takes Up New Work 

J. G. Butterbaugh, assist- 
ant superintendent of agen- 
cies of the Bankers Life 
Company, has assumed his 
new duties in the home of- 
fice of the company. Mr. 
Butterbaugh formerly trav- 
eled throughout the eastern 
half of the United States in 
agency organization work. 











Equitable Group Line 

Group life insurance total- 
ing $4,500,000 has been pro- 
vided for 3000 employees of 
the American Brake Shoe & 
Foundry Company and 12 
subsidiaries and _ affiliates, 
according to an announce- 
ment by William B. Given, 
Jr., president of the parent 
company. He further stated 
that through a contract with 
the Equitable Life Assur- 
ance Society, which has un- 
derwritten the insurance 
plan, the company and the 
insured employees will share 
the expense of the protec- 
tion. 
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declarations 
for dividends 


amount fo::: 
$52,406,629.69 


for the year 
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mht. / MEN AND. 


by Miaipte laed a 


HE Editor-in-Chief 
handsomely bound volume and said, 
“Here’s something you might use in 
your column.” The book was entitled 
“Atlantic Mutual Insurance Company, 


1842-1932 Ninety Years of Marine 


handed me a 


Insurance. 


VEN to me ninety years seems a 

long time. I read: “Ninety years 
ago on the first day of July the founders 
of this company launched upon the un- 
certain waters of the commercial world 
the enterprise known as the Atlantic 
Mutual Insurance Company.” The in- 
surance world knows how successful 
that adventure has been. I found the 
account of its history interesting in- 
deed, due not a little to the way in 
which it was written. The author's 
name, unfortunately, does not seem to 
be mentioned. And there were several 
things that might be termed minor is- 
sues that I enjoyed greatly, among them 
the account of the miraculous rescue of 
William A. Joy, who fell overboard 
from the mizzen yard of the ship Sur- 
prise on midnight, January 29, 1870. 


- 


T was a rough night. “A heavy rain 

and a head sea,” reads the account. 
William, a boy of fourteen years, from 
Nantucket, in his fall just cleared the 
weather mizzen channels but struck 
heavily on one of the boat davit chains. 
Captain Ranlett saw him go and never 
hoped to see him more, but he called 
all hands, shortened sail, wore the ship 
round on the port tack and stood on for 
about fifteen minutes. Some of the men 
forward thought they heard a cry. 
After more maneuvering of the ship 
William was located on the weather 
bows and he was finally hauled in with 
a bow line thrown over him. He rose 
from the sea as did Venus for he had 
undressed himself, oil-clothes and sea 
boots, etc., in the water, “no small feat 
for a boy less than fourteen and small 
for his age,” said the captain. 


* * * 


O it would seem and the captain also 
S wrote: “I consider this one of the 
most miraculous escapes from drowning 
I ever heard of, not only that the young- 
ster should keep himself up for 45 min- 
utes but that we should find him in such 
a dark night.” 

* * * 
ANTUCKET boys are sturdy stock. 
I wonder if William may not still 
be alive at the comparatively young age 
of 76. 


Fire Insurance 


io F. Collins 


Louis, Mo., has been ap- 


of St. 
pointed state agent by the Phoenix 
Insurance Company, of Hartford, 
to fill the vacancy caused by the 
death of C. R. Bogart. For the 
past eleven years Mr. Collins has 
been connected with the Phoenix. 


* * * 


= of the 


Illinois insurance department de- 
creased $78,377 during the calendar 
year ended June 30. Total collec- 
tions were $6,083,971. The priv- 
ilege taxes fell off $81,277 and the 
fire marshal tax declined $22,396, 
but fees of the division showed an 
The non-Illhi- 
nois insurance companies paid $5,- 
591,566 during the year. Agents 
certificates totaled $185,484 and 
brokers netted $56,635. 


increase of $25,296. 


* * * 


The western manager 
of the Boston and the Old Colony 
insurance companies, B. L. Hewett, 
believes that the fire companies 
should get together and organize a 
premium finance company of their 
own rather than let independent 
organizations with no sympathy 
for insurance problems monopolize 
this growing business. Mr. Hewett 
is of the opinion that premium fi- 
nancing is a coming thing, follow- 
ing the same history as that of 
automobile financing. He believes 
that it is the height of short sight- 
edness on the part of the fire in- 
surance companies to let this lucra- 
tive offshoot of insurance profit go 
to outsiders who not only have no 
appreciation of good underwriting 
and exercise no care in protecting 
the insurers’ interest but who ac- 
tually jeopardize the companies’ 
chances of operating remunerative- 
lv. He says that while present 
finance company facilities may be 






satisfactory for the agents the com- 
panies are too often left holding 


the bag. 
* * x 


Ted fire premiums 
in San Francisco for the first six 
months of 1932 amount to $2,193,- 
304 according to the report of the 
Underwriters Fire Patrol which 
showed total of $2,450,677 for the 
same period of 1931. While most 
companies show decrease in ac- 
cordance with this result there are 
showing substantial ad- 
vances in volume including the 
Firemen’s of Newark, with pre- 
mium income of $96,735 compared 
with $75,542 last year; Continental, 
with $79,805 against $72,708; In- 
surance Company of North Amer- 
ica, $59,669 against $51,291; Hart- 
ford, $58,636 against $49,729; Globe 
& Rutgers, $47,254 against $32,492; 
Fire Association, $45,908 against 
$44,378; National Union, $41,318 
against $28,920; Niagara, $39,840 
against $35,735; Millers National, 
$35,868 against $30,821. Five lead- 
ers for the period in addition to the 
Firemen’s are: Home, N. Y., $82,- 
150; Liverpool, London & Globe, 
$80,688 ; Continental, $79,805 ; Fire- 
man’s Fund, $76,170; Aetna, $69,- 
738. 


several 


* od ON 


Albert N. Butler, 


deputy superintendent of the Insur- 
ance Department of New York State, 
apparently is an expert golf player 
as well as an authority on insurance. 
Recently he made a hole in one 
while playing on the course at Me- 
chanicville, N. Y., with Deputy 
Superintendent Thomas J. Cullen. 
J 


- Herdman, 


insurance commissioner of Nebraska, 
who has been ill for several weeks, is 
so far recovered that he is back again 
at his office at Lincoln. 
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Cal. Commissioner 


On Broadcasting 


Warns the Public on 
Unauthorized Insur- 
ance 


Although the Division of 
Insurance of the State of 
California has often warned 
the public against insuring 
with unauthorized insurance 
organizations, who_ solicit 
business in California either 
by mail or radio, daily new 
cases, new advertisements 
and new forms of illegal so- 
licitations are appearing. 
The public may have been 
partially effected by the 
warnings issued but the con- 
tinued efforts of the un- 
authorized companies through 
radio and other forms of ad- 
vertisement, points to the 
fact that the public are being 
misled. 

Many times the name of 
the unlicensed company is 
quite similar to that of an- 
other successful company 
which has received the proper 
permission from the State In- 
surance Department, as_ to 
cause confusion in the minds 
of the insuring public. 

The question of whether or 
not a State has the power to 
regulate the matter which is 








"Special Added At- 
traction" 


In addition to the two 
outstanding national fig- 
ures who will be the main 
speakers at the annual 
banquet at the annual 
convention of the Na- 
tional Association of In- 
surance Agents to be held 
at the Benjamin Frank- 
lin Hotel, Philadelphia, 
on the night of Sept. 20, 
the convention commit- 
tee expects to have as a 
special “added attrac- 
tion,” the two home-run 
kings of baseball, Babe 
Ruth of the New York 
Yankees, and Jimmy 
Foxx of the Athletics. 
Both have promised to 
attend on the proviso that 
they do not have any ex- 
hibition games scheduled 
for that day. However, 
as the day comes at the 
end of the season, it is 
not expected that any ex- 
hibition games will be 
carded. 











broadcast over local radio sta- 
tions has brought forth a 
great diversity of opinions. 
One who simply advertises in- 
surance does not come within 
the insurance laws of Cal- 
ifornia as there is a distinct 
difference or distinction be- 
tween soliciting and adver- 
tising. 








No Fire Insurance Stamp 


This Year—Perhaps Next 


Senator James J. Davis, of | 


Pennsylvania, has advised 
John Payne, president of the 
Philadelphia Association of 
Insurance Agents, that the 
bill introduced by him for the 
commemorative bicentennial 


fire protection and fire insur- 


ance stamps failed of passage 
in the United States Senate 
because of the vast amount 
of requests this year for com- 
memorative stamps. 
However, the Philadelphia 
association, which staged the 
fight for the special stamp, 
has laid the groundwork for 
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the issuance of such stamps 
next year should the Na- 
tional Association decide to 
take up the fight. 

It has been informed that 
the matter has been referred 
to Postmaster General Brown 
with a recommendation that 
it be given prompt attention 
next year. The Philadelphia 
association had endeavored to 
have the commemorative 
stamp issued in time for the 
annual convention of the Na- 
tional Association of Insur- 
ance Agents to be held in 
Philadelphia Sept. 20-23. 





LINES 


First Volume of 73d Report 
of New York Department 


Varied Lines Transacted by Fire and Marine !nsur- 
ance Companies Treated in Annual Statement 


Now on the Press 


George S. Van _ Schaick, 
Superintendent of Insurance, 
has in press the first volume 
of the seventy-third report of 
the department, dealing with 
the varied lines transacted by 
fire and marine insurance 
companies and summarizing 
the 1931 statements of such 
companies authorized in New 
York State as audited by the 
department. An abstract of 
each company statement is 
presented and the entire 
business of the companies is 
summarized in tabular form. 

The volume is_ prefaced 
with the superintendent’s re- 
port to the 1932 legislature, 
in the form of text and 
tables, reviewing the activi- 
ties of the year 1931. The 
1932 insurance legislation 
will be shown in a later vol- 
ume. 

The aggregate business of 
285 joint-stock and 73 mutual 
fire and marine companies 
authorized in New York 
State during 1931 and their 
condition at the end of that 
year are summarized as fol- 
iows: 


Assets, Decembet1 
Liabilities 
Capital 
Surplus esse 
Fire premium income ......... 
Other premium income 

Total income . 
Fire losses paid 
Other losses paid 
Total disbursements ........ 
Fire risks written in year .. 
Other risks written in year .... 
Total in force end of year .... 


In addition to the above 
companies, nineteen Lloyds 
and inter-insurers associa- 
tions show assets of $26,646,- 
761; liabilities, $8,057,685; 
premium income, $8,652,135; 
losses paid, $4,055,154. 





The total of fire premium 
received in New York State 
during 1931 by joint-stock 
and mutual companies was 
$86,138,814; fire losses in- 
curred, $41,315,447. 

Ocean marine 
received by 


premiums 
joint-stock and 
mutual companies in New 
York totaled $22,494,521; 
losses incurred $9,474,714. 
All premiums other than 


fire and ocean marine re- 
ceived by joint-stock and 
mutual companies in New 


York, including motor ve- 
hicle, aircraft, inland naviga- 
tion, tornado, windstorm, 
hail, sprinkler leakage, earth- 
quake, etc., $35,996,473; 
losses incurred, $18,556,463. 

Total amount of fire risks 
written by joint-stock and 
mutual companies in New 
York during 1931 was $14,- 
157,463,833; a decrease of 
$36,027,263 as compared with 
1930. 

Total amount of all risks 
other than fire written in 
New York $32,471,991,860, a 
decrease of $4,331,165,724, 
of which principal sum $5,- 


183,058,096, 697 


162.746,114,716 





232,195, 769,852 
801,225,129 covered 
marine risks, a 


ocean 
decrease of 
$829,121,999 for 1931 as com- 
pared with 1930. 

Earthquake insurance risks 


written in New York last 
(Concluded on page 29) 
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The (Curse of a Nation 





idie Gold 


er ee a. 
CS OC 2 


URING the last three years over 

a billion ($1,000,000,000) dollars 

has gone into hiding. The owners of 

this money have not only withdrawn 

it from circulation but from the 
banks as well. 


This idle gold reposes either under 
the mattress, under the soil of the 
back yard, in the family teapot or 


in some other “safe” place. 


What value has this money to its 
owner or to the country at large ? 
To be exact, it has no value. Money 
is a medium of exchange and its 
value Hes in what it may obtain or 
the work it may do for its owner. 


When fear clutched the hearts of 
many people and they were trem- 
bling for the safety of their posses- 
sions, credit was destroyed and the 


circulation of money curtailed. The 


CO 2 
6 3S 


result was a decided reduction of 


normal business activities. 


Confidence is returning and with it 
is coming an upturn in prices of all 
description. THE DEPRESSION IS 
ENDED. 


The man who has been hoarding 
must now act quickly so that he 
may put his idle gold to work to the 
best advantage. For example, bonds 
—good bonds—are selling from fif- 
teen to thirty points below their 
true value. Such prices will not 
continue for long and these bar- 


gains must be secured at once. 


You—a member of the army of lead- 
ing men which constitutes the 
insurance fraternity—may do much 
to stamp out the Curse of a Nation 
by urging that the idle gold be put 
back to work. 








Hikes 


INSURANCE COMPANY 
Glens Fells. New York 


OMMERCE_ 


INSURANCE COMPANY 
Glens Falls, New York 


Hihas- 


INDEMNITY COMPANY 
Glens Fells, New York 
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Qualification Law 
Examinations 


First Held This Week; 
Pamphlet Explains Re- 
quirements 


Yesterday marked the first 
examination of applicants for 
agents licenses in New York 
State under the new agency 
qualification law passed at 


the recent session of the 
State Legislature. The State 
Insurance Department has 


prepared a pamphlet giving 
complete instructions as re- 
garding the general type of 
knowledge expected of those 
who wish to take the exami- 
nations. 

The pamphlet explains that 
the examinations are general 
in their scope and may in- 
clude questions pertaining to 
any or all lines of insurance, 
excepting life; to the provi- 
sions and requirements of cer- 
tain sections of the Insurance 
Law and Penal Law, copies 
of which are included in the 
pamphlet, and to the duties 
and ethics of agents. 

All applicants, it ex- 
plained, should be able to ex- 
plain the provisions of the 
principal riders or endorse- 
ments used in _ connection 
with the various kinds of pol- 
icies, should know when the 
different endorsements are 
required and the effect of 
each when attached to a pol- 
icy, and should also be famil- 
iar with the various forms of 
policies and the coverage, or 
coverages, afforded by each. 

An agent or broker, it is 
stated, should be capable of 
analyzing the requirements 
of an assured and should be 
certain that all policies is- 
sued to his clients provide the 
kind and amount of coverage 
required by them. He should 
check the written portions of 
a policy. The written por- 
tions of all fire policies cov- 
ering the same _ property 
should read exactly alike. He 
should be familiar with the 
manual of rates in order that 
he may safeguard his clients 
from _ excessive premium 
charges. 

Applicants must be thor- 
ughly familiar with Sec- 
tions 49 and 50 of the Insur- 
ance law, which relate to 
agents and agents of non-ad- 
mitted insurers; Section 53, 
Insurance law, relating to 
general penalties; Section 65, 
Insurance law, relating to 
the prohibition of rebating 


is 
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News of the Far West 





SAN FRANCISCO, Aug. 1— 
License to operate in the 
State of California has not 
been granted to four auto- 
mobile clubs which have ac- 
tively competed for the past 
several years. The North 
American Automobile Associ- 
ation and the Ford Owners 
did not apply for renewal, 
the Pacific Coast Automobile 
Association, which is at the 
present in the hands of the 
receivers and the American 
Automobile Owners’ Associ- 
ation, whose license still 
pending are the four who 
have not been granted per- 
mission, according to advices 
here. Those receiving their 
renewal licenses to operate 
in California are, the Na- 
tional Automobile Club and 
the Northern and Southern 
California Clubs (A.A.A.); 
E. Broox Randall Club; 
Gibraltar and the Automo- 
bile Club of Orange County. 


k * * 


is 


Guy C. Macdonald, secre- 
tary of the San Francisco 
Council for the Reduction of 
Automobile Accidents  ad- 
dressed the Aetna Club of 
San Francisco on Tuesday 
morning, July 26, on the 
subject of the alarming in- 
crease in automobile acci- 
dents in that city. 


Appointment of Swett & 
Crawford, San _ Francisco 
general agency, as general 
agents for the United States 
Underwriters of the United 
States Fire Insurance Com- 
pany, to become effective im- 
mediately. The appointment 
applies to California only 
but Oregon and Arizona will 
probably soon be included in 
the territory. 


Lyman M. Hale, who for 
the past 20 years has been 
associated with the San 


Francisco general agency of 


and discriminations; Section 
142, Insurance law, relating 
to agent’s certificate of au- 
thority; Section 169, Insur- 
ance Law, relating to prohib- 
ited acts in connection with 
marine insurance, and Sec- 
tion 1199, Penal law, relating 
to acting for a foreign insur- 
ance corporation which has 
not designated the Superin- 
tendent of Insurance 
attorney for acceptance 
service of process. 

There is an abstract from 


as 


of 


Edw. Brown & Sons, the 
latter five of which he served 
i capacity of assistant 
general agent, has tendered 
his resignation. No an- 
nouncement of his future 
plans were made at this time. 


in the 


N. L. Winterburn city 
manager of the Frank M. 
Avery Fire Association of 
Philadelphia Group in San 


Francisco, has announced an 


increase of 3.7 per cent in 
business for the first six 
months of 1932 in his de- 


partment, as compared with 
the corresponding period of 
time last year. 
Hoffman-Akey Company, 
general agents in San Fran- 
for the Merchants of 
Denver are installing new 
offices at 372 Pine Street and 
will officially open them on 
Aug. 1. The general agency 
also represents the Republic 
as local agents, reporting 
through Leo Pockwitz Com- 
pany. The Los Angeles office 
remains at 123 South Broad- 
way. 


cisco 


At a stockholders’ meeting 
last week the recommenda- 
tion of the directors of the 
Globe & Rutgers Fire Insur- 
ance Co. to reduce the capital 
stock from $7,000,000 to 
$2,000,000 was approved. 
The par value of the shares 


was reduced from $100 t 
$25. 

At the nineteenth annua! 
convention of the New Jersey 
and New York Voluntee2 


Firemen’s Association, held 
at Fort Lee on the 16th, the 
delegates reelected its officers 
and indorsed its president 
and vice-president—Chris H. 
Hasselhahn and Henry 
Schnakenberg—for the same 
offices in the New Jersey 
State Firemen’s Association. 


of the Attorney- 
New York State 
relative to the payment of 
a commission to a_ licensed 
broker or agent on insurance 
placed by him upon his own 
property or risks and also a 
copy of the standard fire in- 
surance policy of New York, 
of miscellaneous  endorse- 
ments used in connection 
with the standard fire policy, 
and twenty-five sample ques- 
tions which have heretofore 
been used in examinations. 


an opinion 
General of 





F. S. Danforth Head of 
Millers National 


Joseph LeCompte has been 
elected chairman of the board 
of the Millers National In- 
surance Co., of Chicago, suc- 
ceeding the late M. A. Rey- 
nolds, and Franklin S. Dan- 
forth, formerly secretary and 
manager of the company, has 
been elected president to suc- 
ceed Mr. LeCompte. H. M. 
Giles, manager of the Minne- 
apolis branch office, has been 
elected secretary. Mr. Dan- 
forth joined the Millers Na- 
tional in 1904 as general 
agent. Previously he had 
been connected with the Mill- 
ers & Manufacturers Mutual 
in Minneapolis. Mr. Giles 
has been with the Millers Na- 
tional since 1895. He became 
manager of the Minneapolis 
office in 1906. 


Flew Home 

Charles R. Page, vice-presi- 
dent Fireman’s Fund Group 
of fire and casualty compa- 
nies, recently returned to the 
head office of the company 
at San Francisco after an 
extended business trip, dur- 
ing the course of which Mr. 
Page made a hurried trip to 


London where he conferred 
with European representa- 
tives. Mr. Page made the 


return trip from New York 
to San Francisco entirely by 
airplane, leaving the flying 
field in Newark on Saturday 
evening and arriving in San 
Francisco on Sunday night. 
Due to a heavy fog which 
blanketed the Oakland Air- 
port, the plane carrying Mr. 
Page was finally obliged to 
land at an emergency field 
near Livermore, Cal. 


Death of M. T. Stith 
LOUISVILLE, Ky., Aug. 1 
—Maurice T. Stith, 46 years 
of age, for several years 
prominent in the fire and 
casualty insurance circles of 


Louisville, died Sunday, 
July 10. Mr. Stith entered 
the insurance business in 


Louisville as a clerk and so- 
licitor for Reutlinger & Mil- 
ler, and subsequently became 


a partner in Reutlinger & 
Stith. Later, with George 


Schuster, he formed the Stith 
& Schuster agency, and 
later, with Desha Harris, or- 
ganized an agency operated 
as Stith & Harris. Mr. 
Stith has been associated 
for the past ten years as a 
solicitor with Edward J. 
Miller & Co. 
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31 dedication of the beautiful “Olympic Pool" in the radiance of flash- 
alaring floodlights. The pool itself is 164x65 feet and the grand- 


ng illuminations and aq 
re a t i Ss stands will seat 10,000. It is here that all swimming and diving events of the 1932 Olym- 
pics will be held. 


THE TENTH OLYMPIAD 


HE Parade of Nations, that historic and impressive 

ceremony, opened the games of the Xth Olympiad in 
Los Angeles on July 30. Participated in by the athletes 
of all Nations and led by their respective national flags 
one athlete steps forward from the drawn-up ranks and 
takes the Olympic oath for all teams of the participating 
As the oath is administered the Olympic flag 

raised, the Olympic torch blazes forth from atop the 
massive peristyle of the Stadium, and the Games are of- 
ficially opened. Following Olympic tradition that the 
of the host nation declare the games open, 


n 3 ti ns. 


ruling head 


will be under way 


Vice-President Curtis, representing President Hoover 
officiated at this imposing opening. 


Then nearly 4,000 athletes from 40 nations begin |6 days 
and nights of continuous amateur sports competition in 
more than |37 distinct events, being held in nine different 
stadiums, pavilions, or water courses. Eight days are 
required for track and field events, twelve days for fenc- 
ing, five days for boxing, seven days for wrestling, eight 
days for swimming and several days each for field hockey 
yachting, rowing, cycling, gymnastics, equestrian sports 
and shooting. 


The strong 68-year-old Eureka-Security Fire and Marine Insurance Company, which gives agents and policyholders such 


unusual service, pays tribute to the Olympic Games, the 


greatest international amateur sports event in the world. The 


Games will help to lift the shade of gloom. America is pleased to be host to the athletes of the nations—and pleased, 
too, with her stock insurance companies (of which the Eureka-Security is one of the oldest and strongest) which are so 


stalwart a bulwark against depression. 


(in in gin, flim, iin, in, 


The Eureka-Security Fire and Marine 


LARGR ENOUGH SMALL ENOUGH 
Te write lines liberally To give individual attention 





Insurance Company 
Established 1864 


CINCINNATI, OHIO 


OLD ENOUGH 
To have profited by eeperience 


YOUNG ENOUGH 
To grow by giving service 
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Security Valuation 
in Maryland 


Ins. Commissioner Or- 
ders Follow N.C.I.C. 
Ruling 


BALTIMORE, Aug. 2—Fol- 
lowing a ruling of the attor- 
ney general’s office, William 
C. Walsh, State insurance 
commissioner, has issued the 
following order in line with 
the recommendation made at 
the National Convention of 
Insurance Commissioners: 

For the purpose of exam- 
inations made by this depart- 
ment during the current year 
1932, following valuations of 
securities will, under ordin- 
ary circumstances and unless 
later changed, be based on the 
following: 

Bonds not in default as to 
principal or interest and 
rated as Triple A, Double A, 
A, BAA and BA by Moody, 
will be valued on the amor- 
tization plan. 

Bonds in default as to 
principal or interest will be 
given the market value. 

Bonds not in any of the 
above classifications will be 
valued at the market, but 
companies which desire to do 
so will be given an opportun- 
ity to demonstrate to the De- 
partment that any _ such 
bonds are amply secured and 
should be valued on the amor- 
tization plan. 

Stocks shall be valued by 
taking the market quotation 
of June 30, 1931, which is the 
Convention value, and ad- 
ding the market value on the 
date of the examination and 
dividing the result by two. 

The Department reserves 
the right to require the use of 
market values for all securi- 
ties in any particular case or 
cases in which it deems it 
proper to do so. 

Mr. Walsh issued the order 
following an opinion render- 
ed by William L. Henderson, 
assistant attorney - general. 
The opinion in part is as fol- 
lows: 

“I find nothing in the 
Maryland law prescribing 
any definite method of valu- 
ation of securities held by in- 
surance companies in gen- 
eral. Under Sec. 30 Art. 
484A. of the Code, every com- 
pany is required to submit ‘a 
statement of its condition 
and business’ and the Com- 
missioner may at any time 
call for statements ‘to elicit a 
full exhibit of its business 
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Six Home Agents Get Silver 
Medals 

The Home Insurance Com- 
pany has recently presented 
silver medals to six of its 
local agents in recognition of 
their having represented the 
company for twenty-five 
years. The agents are: W. 
M. Dickerson, Trenton, N. J.; 
B. C. Gruver, Clermont, Iowa; 
Charles D. Redwine, Fayette- 
ville, Ga.; J. C. Keily, 
Wichita, Kansas; George L. 
Hulen, Clark, Missouri; r'ran- 
cis E. Green, New Canaan, 
Conn. 


Birmingham Association 
Selects Miss Hefferman 
BIRMINGHAM, ALA., Aug. 2— 

Miss Frances Hefferman 0: 
the Jemison-Siebels Agency 
has been chosen Birming- 
ham’s entry in the contest to 
choose “Miss Insurance” who 
will be official hostess at the 
Philadelphia convention of 
the National Association of 
Insurance Agents in Septem- 
ber. Miss Hefferman was 
chosen in a contest sponsored 
by the Birmingham associa- 
tion in which each agency 
was permitted to enter a rep- 
resentative. 


and standing.’ The Commis- 
sioner is required by Sec. 50 
to examine every Company 
periodically ‘with special re- 
gard to its financial condition 
and its ability to fulfill its 
obligations,’ while he is re- 
quired to take action under 
Sec. 51 whenever he has ‘rea- 
son to believe that any in- 
surance company is _ insolv- 
ent,’ or under Sec. 112 A if he 
finds the capital stock ‘im- 
paired to the extent of 25 per 
cent.’ 

“In the case of life insur- 
ance companies, however, 
there is a specific provision 
(Sec. 85 Art. 48 A) allowing 
the valuation of their securi- 
ties on an amortized basis, ‘if 
amply secured and not in de- 
fault as to principal or inter- 
est.” In my opinion this sec- 
tion is not to be construed as 
an additional grant of power 
to the Insurance Commis- 
sioner, but on the contrary, 
as a limitation, in favor of 
this class of companies, al- 
lowing them to adopt this 
method even over the objec- 
tion of the Insurance Com- 
missioner. 

“In regard to all other 
classes of insurance compan- 
ies, I believe any reasonable 
method of valuation may be 
adopted, in the sound discre- 
tion of the Commissioner.” 


Thrilling Rescue 
Being Planned 


Convention Guests to | 
See Fire Fighters of | 


the Past 


PHILADELPHIA, Aug. 1—It 
is noon of a September day 
in 1732. Independence Hall 
is on fire. The alarm rings 
out from Philadelphia’s Inde- 


pendence Square and_ the 
volunteer firemen jump into 
their uniforms, grab their 


leather buckets, seize their fire 


engine and rush to the scene. | 


Traffic is halted as _ pedes- 
trians quickly gather to watch 
the fire-fighting. 

This is the scene that will 
be reenacted in Philadelphia 
during the annual convention 
of the National Association 
of Insurance Agents if plans 
now under way materialize. 
And the convention commit- 
tee does not expect any diffi- 
culty in securing the neces- 
sary permission from Phila- 
delphia officials. 

The plans call for the re- 
enactment of 1732 fire-fight- 
ing to take place in historic 
Independence Square on Tues- 
day, Sept. 20, the day the con- 
vention opens. There will be 
a squad of fire - fighters, 
dressed in the uniforms of 200 
years ago, staging a real fight 
on a “make-believe” fire. 

Following this, it is hoped 
to have the fire department 
of Philadelphia give a demon- 
stration of the present-day 
methods of fighting a fire in 
Independence Hall with the 
specially arranged hose sys- 
tem. 

A meeting will be held this 
week of representatives of 
the three companies who are 
expected to participate in the 
demonstration—the Insurance 
Company of North America, 
the Philadelphia Contribu- 
tionship, and the Mutual As- 
surance. Fire Chief Ross 
Davis and members of the 
convention committee are to 
complete arrangements for 
the reenactment of a 1732 
fire. 


H. W. Williams Special 

American Agent in Ill. 

The Western Department 
of the American Insurance 
Company, of Newark at Rock- 
ford, Ill., announces the ap- 
pointment of H. W. Williams 
as special agent for Central 
Illinois, assisting State Agent 
Tetlow. 


29 


G. C. Stevens, Gen. 
Agent for Pearl 


Hopps Says Error Was 
Made in Refusing 
License to Him 


It is announced that George 
C. Stevens has been appointed 
as general agents for the 
Pearl Assurance Co., Ltd. As 
announced in THE SPECTATOR 
of last week Superintendent 
of Insurance George S. Van 
Schaick, of New York State, 
refused to license Stewart B. 
Hoops, of the partnership of 
Stevens & Hopps, to represent 
the Pearl as agents. He 
stated that nothing had been 
presented in the inquiry made 
by the department relative to 
George C. Stevens. The ap- 


pointment of John F. Guin- 
ness as United States man- 
ager of the Pearl was 
accepted by the New York 


Department. 

Following this action of the 
part of Superintendent Van 
Schaick arrangements were 
made with the Pear! for the 
appointment of Mr. Stevens. 
A statement by Mr. Hopps 
was made as follows: “The 
Superintendent of Insurance 
having seen fit to withhold 
the granting of an agency li- 
cense to me, I have no desire 
whatever to embarrass the 
Pear] Assurance Co., Ltd., or 
Mr. George C. Stevens, be- 
cause of the personal and un- 
just attacks which were made 
upon me and which, in my 
opinion, are borne out by no 
probative evidence whatso- 
ever. With all due respect to 
the Superintendent of Insur- 
ance, I firmly believe that an 
egregious error has been com- 
mitted which I shall seek to 
right by proper legal meth- 
ods.” 


Report of New York 
Department 
(Concluded from page 25) 


year amounted to $30,379,- 
307, as compared with $44,- 
743,244 in the year previous, 
while aircraft insurance to- 
taled $8,263,999 as against 
$38,263,999 for 1930. 

To joint-stock and mutual 
fire insurance may be added 
the business of 165 New 
York cooperative fire com- 
panies, which are shown in 
an advance report issued in 
April, last, as having at the 
beginning of 1932 assets to- 
taling $4,690,485. 
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Established 1866 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Cal Cc Jtant 
Valuations 





Examinations 
25 CHURCH STREET 


NEW YORK 





ACTUARIES 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 
150 NASSAU ST. NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


500—5th Ave.—at 42nd Street 
NEW YORK 








JNO. A. COPELAND 


Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 








WOODWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 








ERSTON L. MARSHALL 


Consulting Actuary 


301 Iowa Building 
DES MOINES, IOWA 





DONALD F. CAMPBELL 


Consulting Actuary 

160 Ne. LA SALLE ST. 

Telephone State 7298 
CHICAGO 


T. J. MCCOMB 


Consulting Actuary 
Colcord Bldg. 
Oklahoma City, Okla. 





JAMES H. WASHBURN, F.A.1.A. 
Censulting Actuary 
LIFE INSURANCE—Ordinary, Intermedi- 
ate, Group, Industrial and Speeial Classes 
WORKMEN'S COMPENSATION 


Expert Advice on Domestic, Trepical and 
Semt-Trepical Business 


2004 WEST END AVE., 
NASHVILLE, TENN. 





FRANK M. SPEAKMAN 


Consulting Actuary 


Associates 


Fred E. Swartz, C. P. A. 
E. P. Higgins 


THE BOURSE PHILADELPHIA 





J. Charles Seitz, F. A. I. A. 


Consulting Actuary 
Auther “A System and Accounting fer a Life 
Insurance Compeny”’ 


Attention te 
Legel Reserve, Fraternal and Assessment 
Business—Pensions. 


228 Nerth La Salle Street, Chicago, Ill. 
Phone Franklin 6559 





ALEXANDER C. GOOD 


Consulting Actuary 
615 Central Trust Bidg., 
Jefferson City, Mo. 
and 800 Seeurlty Bidg., Kansas City, Me. 











Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
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CLAIM INVESTIGATIONS 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 
128 North Wells Street 
CHICAGO 





Greatest Selling 
Plan Known 


Write 


The Spectator Company 
243 West 39th Street 








New York 








Now Ready 


MR. AGENT! 
MR. BROKER! 
MR. FIELD MAN! 





Here is a brand new pocket-size 
handbook on 
CASUALTY INSURANCE 


Adventures of 
Robt. Ross 


—lInsurance Solicitor 


BY 


Richard H. Longmaid 


Part I of this book takes the 
reader on a series of adventures 
with Robt. Ross on his many ex- 
ploits among brokers and 
agents. He learns how to pro- 
duce and handle the various 
lines of Casualty Insurance. 


Part II embraces complete 
treatises on all the leading lines 
of insurance falling under the 
classification of casualty lines, 
including historical sketches, 
rate making and rating prin- 
ciples, policy analyses, under- 
writing fundamentals, etc., ap- 
plicable to the foregoing lines. 


A complete comprehensive 
index helps to make this the 
most unique, up-to-date and 
helpful pocket-sized book on 


casualty insurance available. 





Write for descriptive circular. 


The Spectator Company 


Division of 
United Business Publishers, Inc. 


















243 West 39th Street 
NEW YORK, N. Y. 
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“PSOSSIBLY if I had been alive in 


1894...” Indeed! Was I not 
alive then? Whence this long gray 
beard! I had a startling awakening 


when I read Ralph Reed Wolfe’s article 
last week. My hand went involuntarily 
to my chin and, lo, there was no long 
gray beard. Like that delightful Lord 
So-and-so in one of Oscar Wilde’s novels 
I said to myself, “I must analyze this.” 
Perhaps Mr. Wolfe’s astonishment was 
Maybe my reading tastes 
about this strange de- 


warranted. 
brought 
lusion of age. 


have 


who has not been asleep. Every- 
thing that appears changed has done 
so before my eyes. All my acquaint- 
ances go around imagining they have 
long gray beards. They have lived 
through these last three years and can 
remember a time ’way back in 1929. It 
is an age of reminiscing. Mr. Wolfe, 
himself, has dwelled much lately upon 
belonging to the older generation. Why 
he is not much more than twice my age 
and is still one of the boys. No doubt 
we are both suffering from the same de- 
lusion, * ¢ @ 


N°: I feel more like a Rip Van Winkle 


UST when is a person old? Ralph 

Waldo Emerson spoke of growing 
old as the time “to take in sail.” But 
my sails aren’t reefed nor do I have the 
slightest intention of reducing canvas. 
I would hang my shirt up too, were I 
not a decorous chap. Ha! Decorous! 
A damning forerunner of senility. This 
analysis is becoming embarassing. I'll 
hoist my shirt aloft first thing in the 
morning. After all, decorum is only 
seemliness, and who is to judge what is 
seemly and what is not? 


* * * 


| SEE a light in the gloom. My remi- 
niscing brings back the attitude I used 
to take, way back in 1929. Incidentally 
it was the attitude everyone had at the 
time. Then, if the wind slackened, 
everyone hung up his shirt and it was 
perfectly decorous. What if you do 
have only one shirt? It will take as 
much or more wind than it did in the 
olden days. Who was it that said: “He 
either fears his fate too much or his 
desserts are small, who dares not put 
it to the touch to gain or lose it all.” 
(I’m full of quotations.) What do you 
think, Mr. Wolfe? Is this long gray 
beard craze seemly or is it not? Some 
of the time I devoted to combing my 
beard I am now going to spend in patch- 
ing old shirts. 
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IN CASUALTY INSURANCE 


Deflation being 


the order of the day, they are tell- 
ing again the old story about the 
invaluable young casualty insur- 
ance underwriter 
that the 
along without 


who, convinced 
“couldn't get 
him” held up the 
chief for a raise. When the boss 
asked him thought 
rated it, the youngster replied with 


ct mpanyv 


why he he 


a detailed and handsome account 
of his ability, service, fidelity, etc., 
until the boss, breaking in, re- 
marked that he truth 
to be practically indispensable. 
“And now, if you please,” he 
said, “bring me a glass of water.” 
The young man complied with 


seemed in 


some bewilderment. 

“Just put your finger in that 
glass of water,” the boss directed. 
“Now pull it out and examine care- 
fully the hole it leaves. That hole, 
young man, is approximately the 
size of the hole permanent 
departure from 
leave.” 

:. oa 


your 


this office would 


He didn’t get the raise. 


3,593,000 persons 
in this country are dependent in 
whole or in part on the insurance 
department, according to an esti- 
mate by the Insurance Department 
of the United States Chamber of 
Commerce. Only Agriculture and 
the railroad industry outstrip the 
insurance business in this respect. 
The estimate of those actually en- 
gaged in the business, exclusive of 
their dependents, is 1,043,636. 
This figure includes some part-time 
workers and there has been some 
duplication in the figures for the 
agency classification, the Depart- 
ment admits. The total of the com- 
pany personnel, that is, officers and 


office employees (including bu 
i 173.000, 
Life insurance, 


reaus, etc.), 
divided as follows: 
86,200; Fire insurance, 47,000; 
Casualty insurance 40,000. With 
respect to agents, brokers and their 
the following figures 
are Life insurance, 234,- 
500; Fire and Casualty insurance, 
809,136. 


is given as 


employees, 


given: 


* * * 


The switch has been 


applied to the gossips again, this 
time by R. R. Gilkey, secretary of 
the Surety Association of America, 
who has written to executives en- 
rolled in that body a letter urging 
all member companies to do their 
part in curbing the regrettable 
practices of this nature which hav« 
prominent in recent 
Mr. Gilkey analyzes the 
men who 


become 
months. 


SO) 
motives of insurance 
make untavorable 
cerning the financial status of vari- 
ous established and 
finds that they fall into three classi- 
fications, namely: effort to switch 


references con- 


companies 


business from the books of one 
company to another; to divert 
agents from one company to an- 


other, and lastly, idle gossip. 
Mr. Gilkey says, “The spirit of 
‘You kill my dog and I'll kill your 
cat,’ is too large a part of human 
nature to play with in this crisis 
in our economic structure. Rather 
let us put into practice that better 
and safer spirit of being ‘One for 
all and all for one’ and thus give 
the greatest protection to your 
companies and to those with which 
you have placed reinsurance.” 
We think Mr. Gilkey’s three 
cardinal such talk is a 
pretty accurate analysis, though we 
would add an editor’s note saying 
“and the greatest of these is idle 


. om 
y 
gossip. 


causes of 
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ACCIDENT — 


Present Position 


of the U.S.F.&CG. 


Pres. Davis Explains 
Effect of Capital Re- 


vision 


BALTIMORE, Aug. 2—A state- 
ment issued to directors by E. 
Asbury Davis, president of 
the United States Fidelity and 
Guaranty Company, shows 
for the first time the effect 
of recent capital revision and 
manner in which the company 
has adjusted itself to the cur- 
rent economic and financial 
situation. 

The statement, dated June 
30, shows a surplus to policy- 
holders of $9,654,778, consist- 
ing of $2,000,000 of capital 
and $7,654,778 of surplus. 
This compares with $10,000,- 
000 of capital and $3,573,725 
of surplus on Dec. 31, prior 
to the recapitalization. 

On the basis of amortiza- 
tion of bonds and actual 
market value of stocks on 
June 30, 1932, the company 
explains, there would be an 
additional depreciation of $2,- 
268,567 and that this would 
show a surplus to policy- 
holders of $7,386,210. There 
was, however, a_ substantial 
appreciation in securities 
since June 30. 

Based on 50 per cent of pre- 
mium reserves and surplus to 
policyholders after full de- 
preciation allowance, the liq- 
uidating value of the stock 
was $15.21 a share. The re- 


port shows bonds and stocks 
at a book value of $39,281,- 
761. Deducting depreciation 


June 30 
market levels, the book value 
of securities was equivalent 
to $37.01 a share on the stock. 

Funds recoverable under de- 
pository paid by the 
company are carried at $839,- 
682. It was pointed out, how- 
ever, that this is only about 
25 per cent of the actual de- 
pository losses paid. Against 
this there is usually a salvage 
of at least 60 per cent. 

The company carried total 
reserves of $40,116,061 con- 
luded on page 83) 


of $2,268,567 at 


losses 


(Cone 


Casualty. Surety. Etc. 


Oil Companies and National 


Bureau in Safety Drive 

Two more oil companies, 
the Standard of New York 
and the American Oil Com- 
pany, have joined the Tri- 
State Street and Highway 
Safety Campaign conducted 
by motor vehicle commission- 
ers of three states and the 
National Bureau of Casualty 
and Surety Underwriters. 

The campaign started in 
April, and since then posters 
lepicting common traffic vio- 
lations resulting in serious 
accidents have been appear- 
ing monthly in the thousands 
of stations of eight large oil 
companies in New York, New 


| Jersey and Pennsylvania. It 


| dealing with this topic 


will continue for a year. 


N 





La. 





BONDING — MISCELLANEOUS 


Superintendent Van Schaick 
Hunts Rating Violations 


Pending Final Determination by Court of Appeals 
of His Authority to Fix Penalties He Will Refer 
Violations to the Attorney General 


Several examinations on company underwriting 
practices are now in progress in the New York 


Insurance Department under 


the direction of 


Superintendent George S. Van Schaick, who is de- 
termined to prosecute all companies found guilty 


of violations. 


thority to fix penalties for 


Percy Goodwin Reconsiders 
Sliding Commission Scale 


A good deal of significance 
has been attached in casualty 
circles to Percy Goodwin’s re- 
marks on sliding commission 
scales at the recent meeting 
of the Insurance Agents 
League of Washington, at 
Seattle, in view of the tra- 
ditional stand of the National 
Association of Insurance 
Agents on that proposition. 

In that portion of his speech 


Goodwin, a past president of 
the National Association and 
at present chairman of its 
conference committee, said: 

“The National Association 
is on record as being opposed 
to any sliding scale of cqm- 
missions. It is my individual 
conviction that on certain 
lines where large premiums 
are involved, the sliding scale 
or graduated commission is 
advisable in fairness both to 
the insuring public and the 
stock companies and _ that, 
over a period of time, such a 
plan would be beneficial to 
the legitimate producer. Per- 
sonally, I would rather see 
the business written in this 
manner than not at all. 

“We do not want the time 
to come when companies will 
refuse to write compensation 
business and it is obvious that 


Mr. | 


they can not long withstand 
the tremendous losses they 
have sustained in recent 
times. We can not agree, in 
many instances, with the 
methods our companies have 
pursued in writing compen- 
sation business, and are con- 
vinced that some changes 
must be made. There is an 
indication in company circles 
that retrospective rating may 
be adopted and that the as- 
sured may be allowed a re- 
turn premium if his risk 
develops a_ profit—that is, 
participating insurance. 

“I, for one, would like to 


see the National Association | 


enter into an agreement with 
the companies as to a sliding 
scale of commissions, let us 
say at the present rate on the 
first $1,000,000 of the bond, 
10 per cent less on the second 
million, and a maximum of 
10 per cent on all over $2,- 
000,000. Then the companies 
should agree to stop promul- 
gating rates providing for 5 
or 10 per cent commission. 
For many years I was stren- 
uously opposed to any sliding 
scale of commissions based on 
the size of the premium. Past 
events and present conditions 
have caused me to change my 
opinion.” 


Pending a final determination by the 
Court of Appeals of his au-© 


rate violations, Superintend- 
ent Van Schaick will refer 
such violations to the attor- 
ney general who will be asked 
to enforce the penalties. 

This is the course of action 
adopted by the superintend- 
ent in the case of the Guard- 
ian Casualty Company. After 
a report by a departmental 
examiner and several hear- 
ings accorded the company, 
the superintendent held that 
the company had violated sec- 
tions 141 and 141-b of the In- 
surance Law in the under- 
writing of fifteen policies of 
automobile insurance. The 
findings will be filed with the 
attorney general. 

The Globe Indemnity Com- 
pany cited to appear before 
the department, was found 
not to have violated the rat- 
ing laws. The company was 
directed to exercise greater 
diligence in checking and cor- 
recting policies underwritten. 

A general statement of 
his attitude is as follows: 

“Under the Insurance Law 
rates as filed by companies 
must be adhered to. Failure 
to do so, i.e., the cutting of 
rates, results in a discrimina- 
tion in favor of assureds who 
are benefited by the violations. 
Extensive rate cutting de- 
prives an insurer of revenue 
and thereby affects company 
stability. Public protection 
demands the elimination of 
rate cutting. The Insurance 
Department of the State of 
New York intends to continue 
vigorously its efforts to meet 
such demand.” 
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Final Decision in Va. 


| 


Rate Bureau Controversy | 


Stock Companies Maintain 5 
of 7 Members on Automo- 
bile Governing Committee 





The State Corporation Com- 
mission of Virginia, on Mon- 
day, handed down a decision 


Resolutions on the Death 
of Young E. Allison 
The Louisville Board of Fire 


| Underwriters have adopted 
| the following resolution on 


denying the petition of mu- | 


tual companies for a rehear- 
ing and review of their appli- 
cation for greater representa- 
tion on the governing com- 
mittee of the new Automobile 
Rate Administration Bureau. 
This means that the propor- 
tion of stock and non-stock 
companies on the committee 


will remain respectively 5 and | 


2. The bureau held its first 
formal meeting at Richmond 
on Monday, adopted the con- 
stitution already approved by 
the Corporation Commission, 
and perfected its organiza- 
tion. 

When representatives of 
the companies authorized to 
do business in Virginia met 
on June 16, it was decided 
that the governing committee 
should be made up of six stock 
companies and one mutual. 
This ratio was selected, it was 
asserted, in accordance with 
the premium volume of the 
companies doing business in 
the state. At the same time 
a constitution was agreed 
upon. 

When the proceedings were 
submitted to the State Cor- 
poration Commission on July 
19, in accordance with the 
law, it was decided that sev- 
eral minor changes should be 
made in the constitution and 
revised articles as to the com- 
position of the governing com- 
mittee, and as to meetings 
should be included in the con- 
stitution. 
to the governing committee 
stated the proportion as 5 and 
9 


~s 


Test Suit Against 
City of Louisville 


LOUISVILLE, Ky.—A test 


suit has been filed by the} 
& Columbia Trust | 
Louisville | 


Fidelity 
Co., and other 
banks, directed against the 
City of Louisville, and James 
R. Dorman, State Banking 
Commissioner, to establish 
validity of the act of the 1932 
session of the Kentucky Gen- 
eral Assembly permitting 
banks and trust companies to 


pledge their assets as security | 
| has been away from Balti- 


of collateral for protectior. 
of deposits in their care. 
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the death of Young E. Alli- 
son of the Insurance Field: 
“Thirty-seven years ago 


| article two of the constitution 


of the Louisville Board of 
Fire Underwriters was 
amended and Young Ewing 
Allison was unanimously 
elected an honorary member. 
He remained on our rolls as 
such, and was one of the 
only two ever elected under 
this provision. 

“Thursday evening, July 7, 
1932, at 7.45, Mr. Allison 
came to the end of his allotted 
time on earth, and in his pass- 
ing, not only this board but 
the entire insurance frater- 
nity has suffered an irrepar- 


| able loss. 


“Words are entirely inade- 
quate to convey the affection- 
ate thoughts which now, as 
always, lie in the hearts and 
minds of the board member- 
ship concerning Mr. Allison. 
His counsel on _ important 
matters was invaluable; the 
pleasure and privilege of per- 
sonal contact with him — 
wherein his outstanding in- 
tellect, his sparkling sense of 


humor and complete unsel-| 


fishness generated both ad- 
miration and love—were far 
greater than we can express. 
In earlier years this contact 
was a daily adventure; in 
later years all too infrequent, 
but his spirit remained al- 
ways with us, and will live 
to guide us in the days to 
come. 

“May future members of 
this board read the minutes of 


| this meeting and understand 
| that in this we have done our 


best to pay humble tribute to 


| this wonderful character, but 


Revised articles as | 


we are conscious of the fact 
that it is impossible to ex- 
press our estimate of the 
man, our sense of loss and 


| our sorrow.” 


Elected Vice-President of 
Home Indemnity 


BALTIMORE, July 30--— 
Charles H. Martindale, for- 
merly vice-president and a di- 
rector of the Home Indemnity 
Company, has been elected 
vice-president and secretary 
of the Homestead Fire Insur- 
ance Company, of this city, 
a subsidiary of the Home In- 
surance Company. Mr. Mar- 
tindale, a native of this city, 


more a number of years. 


R. C. Mochwart, Manager 
of Portland (Me.) Branch 
Office of Nat. Bureau 

James A. Beha, general 
manager and counsel of the 
National Bureau of Casualty 
& Surety Underwriters, has 
announced that Russell C. 
Mochwart of the compensa- 
tion and liability department 
of the Bureau has been ap- 
pointed acting manager of 
the Bureau’s Portland, Me., 
branch office. Mr. Mochwart 
has been with the National 
Bureau since 1927 when he 
became a compensation in- 
spector in Maryland. 


Admitted to Maryland 


BALTIMORE, Aug. 2—State 


Insurance Commissioner Wil- | 


C. Walsh licensed the 
during 


liam 
following companies 


July to do business in Mary- | 


land: 

Czech Ladies Benevolent 
Society of Cleveland, Ohio, 
writing only fraternal insur- 
ance. 


Celina Mutual Casualty 
Company of Celina, Ohio, 
writing full coverage auto- 


mobile, except taxicabs. 

Pennsylvania Threshermen 
and Farmers Mutual Casualty 
Insurance Company of Harris- 
burg, Pa., writing workmen’s 
compensation and casualty. 

Gen. Schuyler Fire Insur- 
ance Company of Albany, 
N. Y., writing fire, motor ve- 
hicle, tornado, wind, cyclone, 
sprinkler leakage, rents, use 
and occupancy and aircraft. 

Mutual Boiler Insurance 
Company of Boston, Mass., 
writing steam boiler and ma- 
chinery. 


| partment basis. 


| substantially 





Agents’ Safety Poster 

The National Associa- 
tion of Insurance Agents 
has arranged with Postal 
Telegraph for display of 
an unusually attractive 
poster, featuring accident 
prevention and Agency 
Service in 2000 telegraph 
office windows during Au- 
gust. These windows 
provide a daily circulation 
estimated at approximate- 
ly 10,000,000. 











Position of U.S. F. & G. 
32) 
sisting of $491,963 reserve for 
taxes and expenses, $15,674,- 
536 reserve for unearned pre- 
miums and $23,949,562 re- 
serve for claims. In addition 
a reserve of $5,505,719 was 
set aside for depreciation in 
bond and stock values, repre- 
senting the difference  be- 
tween book values and values 
determined, according to the 
United States Treasury De- 
The basis 
fixed by the Treasury Depart- 
ment, it was explained, pro- 
vides that bonds be carried 
at amortization values and 
stocks be carried at the aver- 
age between Dec. 31, 1931, 
convention values and actual 
market values on June 30, 
1932. Bonds in default and 
stocks on which dividends 
have been passed are carried 
at actual market values. 

Mr. Davis told directors 
that earnings had improved 
in June, the 
company in that month hav- 
ing added to its surplus from 
operations for the first time 
since January. 


(Concluded from page 








Can Not Rena 
Service 
LANSING, MICH., 
Aug. 1—Ralph M. 
Wade, second dep- 
uty commissioner 
and receiver for 
the Michigan as- 
sets of the South- 
ern Surety, has 
no authority to 
accept service for 
the company, the 
attorney general’s 
department holds. 
The opinion is 
understood to be 
based on a recent 
decison of the 
Michigan su- 
preme court de- 
nying a Michigan 


Operating on the 
plan in the following cities: 
Dallas — Lubboc 
— San Angelo — Marlin — 





it is 
the 


Hilton Hotels, 


Minimax 


k — Waco 














insurer any right Plainview — El Paso — 
to recovery from Abilene. 
the defunct Penn- Rates $2, $2.50, $3. 
sylvania Com- Never ___ Never higher 
pany. 
Casualty, Surety, Etc. 

















HELPFUL INFLUENCES 
ARE ACCUMULATING 


Cr FD 










Through the Glass-Steagall Bill the powers 
of the Federal Reserve Board have been 
broadened, and the committees of bankers 
and industrialists in the several Reserve dis- 
tricts are at work bringing together worthy 
projects and dependable financing. 


No one can ring a gong when the bottom is 
reached, as the bottom for all things is not 
However, the re- 






reached at the same time. 
cent improvement in commodity prices is 
leading to the hope that the turn has come 







in some directions. 








> ee 





In the West, the rise in hog and cattle prices The capital of the Reconstruction Finance 
Corporation has been raised to four billion 
dollars—the largest sum ever entrusted to a 
single government agency for peacetime allo- 
Sa cation—and is a strong influence for financial 


stability. 





is fostering increased confidence, and holds 





promise of renewed purchasing power among 






the farmers this Fall. 






With the Home Loan Banks will come a 
measure of relief for many home owners, . 
while the wider use of the trade acceptance 
is aimed at the stimulation of credit, and 
benefiting the individual merchant and busi- 





At Lausanne, the leading European nations 
have found a larger common footing than at 
any time since the War. In Ottawa, the 
family of British Commonwealths is meeting 
to consider its mutual problems in relation 
to World Affairs. These deliberations may 
pave the way for a further and more effective 
meeting of the conference on reduced arma- 







ness man. 





> 





Adjournment of Congress relieves business 
from further tax increases and agitation for 
the balance of the year, but leaves us with 
adequate relief measures for the coming Fall 








, ments. 
and Winter. - 
e 













Definite action on the St. Lawrence-Seaway 
project has added confidence to other hope- 
ful conditions in the mid-west, while through- 
out the country there is a growing conviction 
that it is about time to make needed replace- 
ments, and to buy or build what may be 
needed or wanted in the next few months. 


The strengthening of bond prices has added 
hundreds of millions of dollars to the re- 
serves of financial institutions, and bank and 
business failures are reported sharply re- 
duced from recent levels. This, and other 
favorable factors, are tending to bring new 


issues of securities into the market. 












The accumulation of these and other helpful influences 
should result in an increased confidence. 






The National Publishers’ Assoeiation 


“4s the most nearly self-contained nation, we have within 
our own boundaries the elemental factors for recovery.” 








Published in the interests of a better understanding of the fundamental influences at work for national betterment. 
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As forecast by the 
scores of editors of 
UNITED BUSINESS PUBLISHERS, Inc. 


and associated publications. 


HE strengthening of commodity prices during the 
past few weeks increases the hope that the long price 
recession is at last slowing up. In certain instances, 

notably the increfse in pork and beef prices, the indica- 

tion is that production and consumption are in better 
relation. 


It is unfortunate that the recent efforts at Lausanne 
should have miscarried. The next move will probably 
come from this country in the form of a non-committal 
offer to open negotiations, made after Congress adjourns. 
Such a move might elicit the favorable response from the 
security markets that was so obviously lacking when the 
European accord was announced early in July. 


Business and trade are at an extremely low ebb, and the 
dearth of inquiries and forward projects make it ex- 
tremely difficult to anticipate future trends. 


“HOW'S BUSINESS” for 





AUGUST? 


Fundamental improvement, however, continues slowly, but 
surely. The nightmare of our going off the gold standard 
seems to be entirely dissipated. The scope and capital 
of Reconstruction Finance Corporation are being in- 
creased, the effectiveness of the Farm Loan Banks en- 
larged, and evidence of action on the part of the com- 
mittees of industrialists and bankers in the Federal Reserve 





districts is coming to light. 


There will be a definite fostering of increased use of trade 
acceptances in coming months. To the seller they permit 
the extension of credit on a basis of fixed maturities and 
rates of interest. To the buyer they offer the prospect of 
added credit where accommodation through present 
sources is withheld or limited. Like any credit instruments 
they must be employed with due caution, but their in- 
creased use at this time promises a stimulus to the freer 
flow of goods. 





BUSINESS 





STOCKS 





COLLECTIONS COMMENTS 











Passenger cars about 8% Slightly higher 


less, trucks slightly under li : ‘ : lw 
’ : ines than in July, 
AUTOMOTIVE July; about 23%and 33% | considerably under 
respectively under August, ust. 193 
1931 : ; 











Estimated sales in Aug- 


both 

but ; , ; : : ust— 

More Same as July, but slower Passenger cars, 120,000 
AUG than August, 1931. units; trucks, 18,000 


units. 














Slightly slower than July, tecommended that mer- 


About 5% below July,and | About 3% below July, and an . ’ ne ee of chants continue in August 
DEPARTMENT “7. : 3 ro = and about 10% off from - : 
25% below August, 1931. 16¢¢ below August, 1931 ucust 6 to push Summer mer- 
STORES | August, 1931. chandise. 











About the same as in 
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HARDWARE 





From 5% to 100% 





July, but 23 behind than in July, but 
August 1931. 


lighter than August, 1931. August, 1931. 





igher itt] h o Prans salt ‘ 
2 (ye Little change from July, Some improvement ex- 


but much’ slower than pected late in the month. 














Lower in all lines than 
INSURANCE in July, and than in | ececcee 
August, 1931. 

















Littl hane : 7 All lines due to feel the 
ee eee effects of a seasonal 
siump in August 














change 


Same or better than July, Little 
and same or slightly less 


JEWELRY - > 
than August, 1931. 


August, 1931 





stocks 


from July, but lower than 


in 





Little change from July, Prevalent belief in trade 
or from August, 1931. that upturn will not com 
until after election 











METAL The steel industry hopes | 

PRODUCTS and expects there will 

be some improvement by |  —— «eeees 
September, in line with 

seasonal trends. 


MACHINERY 
METALS 





New models in the light 
car field may offer steel 
business some _ stimula- 
tion later on. 














Featured by first call for In better condition 
SHOES Fall shoes, and in units in July, and better 
reo fue Fo ahead of Aug- up than August, 





than Majority of stores expect 


set Normal. to hold Fall openings by 
August 15th. 
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Buffalo Mutual Life 


(Concluded from page 17) 





cies in force to a legal reserve 
basis with adequate premium 
rates. 

One of the first moves to- 
ward solidifying the com- 
pany’s position was taken 
with its decision to withdraw 
from several states in which 
the company was licensed but 
not writing and concentrate 
on the States of New York 
and Ohio and also Puerto Rico, 
in which latter territory the 
company has particularly de- 
sirable representation. Al- 
though depending for the 
bulk of its support, as in the 
past, on its Masonic affilia- 
tions, the management de- 
cided to remove this restric- 
tion in order to obtain a wider 
spread of mortality and to 
increase the scope of possi- 
bilities for its agents. 


Strong Agency Force 
Particular attention was 
devoted to the upbuilding of 
a strong and _ dependable 
agency force. Frank Ehlen, 
superintendent in charge of 
this department, restricted 
his appointments during the 
six months to a total of 19 
general agents and 86 local 
agents. These agents are 
now writing an average of 
$400,000 a month. This is at 
the rate of about $5,000,000 
a year and there is every evi- 
dence from the month by 
month increase in written 
business that the amount will 
be considerably in excess of 
the aggregate thus forecast. 
Officials of the company 
feel that the primary consid- 
eration in determining the 
success of the new basis is 
the effect on the fortunes of 
the policyholders. How are 
they faring under the Buffalo 
Mutual Life Insurance Co.? 
Several factors, foremost of 
which is the endorsement of 
the New York Insurance De- 
partment, lead inevitably to 
the conclusion that policy- 
holders are benefiting under 
the legal reserve plan. Note- 
worthy, in this respect, is the 
change in claim payments 
from a 90-day waiting period 
to a policy of immediate pay- 
ment. This move has resulted 
in a complete reduction in ap- 
proved death claims. 

In addition to the economies 
effected by the retirement 
from widely separated states 
and the installation of office 
systems calculated to curtail 
overhead, the management, | 
by eliminating its non-medical 
contracts, expects to 


Life Insurance 


show | 


substantial improvement in 
underwriting results. 
Financially, the company 
has improved its condition, 
having revised its investment 
portfolio with an eye to 
liquidity. The company is 


free from real estate encum- | 


brances, owning only its home 
office building. A high grade 
list of securities, mostly in 
government and municipal 
bonds, now comprise 80 per 
cent of the company’s assets. 
Policy loans do not as yet con- 
stitute a very material por- 
tion of the assets. 

To undertake such reorgan- 
ization as the Buffalo Mutual 
Life is effecting is one of the 
severest tests to which man- 
agement can be subjected in 
the life insurance field. In 
view of the firm way in which 
its 


doubt the reorganization will 
be one of the most successful 
of its kind and that the 


officers have taken hold | 
of new problems and situa- | 
tions, it seems that beyond a | 


benefits enhanced under the 
new regime. 
John M. Hull, president of 


the Buffalo Mutual Life, is an | 


experienced insurance execu- | 


tive, and First Vice-President | 


Frank L. Beyer is a promi- 
nent Buffalo financier. John 


| 


C. Trefts, second vice-presi- | 


dent, is president of Farrar 


& Trefts, Buffalo manufac- | 
turing firm, and a director in | 


several banks. Robert D. 
Young, treasurer, is an active 
executive in the Erie County 


writer and organizer, holds 
the post of director of agen- 
cies, and Lloyd Thomson is 
actuary. 
George H. Chase, secretary, 
and Dr. A. W. Hengerer, 
medical director. 

The company’s directorate 
is composed of Mr. Hull and 
Mr. Young of the executive 
staff, and the following prom- 
inent Buffalo 
a skillful insurance under- 
professional men: Victor 
Holden, Charles A. Booth, J. 
Charles Wagner, George W. 
Curtis, Alexander R. Currie, 
Morris Goldstein, Earl N. 
Blood and Dr. Almon H. 
Cooke. 





policyholders will find their 





Near Two busied 
Pass C. L. U. Exams. 


List of Applicants Continues 
to Show Satisfactory 
Increase 


Nine hundred and forty 
persons who had complied 
with all the rules of eligibility 
established by the American 
College of Life Underwriters 
were granted permission to 
take the 1932 C.L.U. examina- 
tions. Of this number, 638 
(compared with 66 in 1928, 
114 in 1929, 235 in 1930, and 
521 in 1931) presented them- 
selves for the scheduled ex- 
aminations at 50 universities 
and colleges which served as 
examination centers. The ex- 
amined candidates hailed 
from 142 cities and towns in 
40 states, the District of Co- 
lumbia, British Guiana, Cuba 
and Japan. They represented 
96 different life insurance 
companies. This year’s num- 
ber of examined candidates 
shows an increase of 18.4 per 
cent over the total taking ex- 
aminations in 1931. Due to 
the increasing emphasis upon 
the four-year program of 


study for the C.L.U. designa- | 


tion, a much larger number of 
candidates undertook the ex- 
aminations in instalments, 


| 373 presenting themselves 


this year for but one or two 
instalments, as _ contrasted 


| with 298 last year 


The results of the 1932 ex- 
aminations are gratifying. 
One hundred and ninety-eight 
candidates successfully com- 
pleted all five examinations, 
or about the same number as 
last year. Of this number 
173 are entitled to the C.L.U. 
designation (having also com- 
pleted three years of satis- 
factory life insurance experi- 
ence), thus 
outstanding number of Char- 
tered Life Underwriters to 
557. 


Other officers are | 


business and | 


increasing the | 


Savings Bank. Frank Ehlen, | Sailing from 


|aboard the Steamship 


Lamar Life Agents’ 
"Sea-Going'’ Meeting 


All-Star Club Visits Mexican 
Capital in Annual 
Cruise 


Members of All Star Club 
of the Lamar Life Insurance 
Company began their annual 
convention cruise on July 30, 
New Orleans 


“Atenas” for Vera Cruz, 
Mexico. The leading pro- 
ducers of the company will 
hold all business _ sessions 
aboard the ship en route to 
and from Vera Cruz. The 
party will go by rail from 
Vera Cruz to Mexico City and 
spend three days in the Mex- 
ican capital. On Thursday, 
Aug. 4, at a banquet at the 
Geneve Hotel, the visitors 
will be addressed by F. A. 
Williams, first consulting ac- 


| tuary of the Lamar Life, who 
| is now manager and actuary 


of “La Nacional,” and Sr. J. 
L. Requena, president of La 
Latino Americana. 

The first business meeting 
was held aboard the steam- 
ship on the Gulf of Mexico 
and was opened by Dr. J. O. 
Segura, vice-president and 
agency director, who dis- 
cussed “Our Investment in 
You.” 

The last business session 
was held aboard the ship 
from Vera Cruz to New Or- 
leans. It was an Organized 
Sales Session, led by Harry 
O’Steen, agency superintend- 
ent. During the afternoon 
session “The Security of Life 
Insurance” was discussed by 
Rex B. Magee, advertising 
manager. The Lamar Life 


party will land in New Or- — 


leans on Aug. 9. 











Counsel Maintains Reece 
in Error 
(Concluded from page 17) 


to set aside the commission- | 


er’s action, at the advice of 
Mr. Potts, it has determined 


to stay out of Tennessee un- | 


til the convention examina- 
tion of the cOmpany is com- 
pleted in the near future or 
until a new commissioner is 
appointed who is more gen- 
erally disposed to observe 
comity between the state in- 
surance department. The 
National Life has had no dif- 
ficulty in other states, and 
the action of Reece has been 
censured by other commis- 
sioners, because it is gener- 


ally believed that the Tennes- | 


see commissioner was in er- 
ror when he moved against 
the company. 

Two significant para- 
graphs in Judge Potts’ open 
letter to the commissioner, 
follow: 

“In your letter of April 21, 
1932, to the President of the 
National Life you stated: 
‘You need not undertake to 
bring any particular infor- 
mation as I wish only to go 
over the subject in general at 
this time. 

“I am further advised that 
you did, however, recommend 
to these officials that they 
consult with certain attor- 
neys, naming them and stat- 
ing where they may be found, 
etc.” 
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